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i HE famous Emancipator Plan of 
— The Lincoln National Life Insurance Company is a Whole Life pol- 
Ine. icy with advantageous adjustment options affording the maximum 
amount of permanent legal reserve life insurance for the minimum 
amount of cash outlay. 


Under the Emancipator Plan the premium-paying dollar of the 
insured buys the largest possible amount of permanent protection 


WHILE 


—His children are growing up and being educated 


—His business or profession is being established upon a firm 
) . financial basis 





—His home is being paid for 
—His equity in his investments is growing 


ual —His estate is being built so that its interest or dividend yield 
will support his family as he would like to have them sup- 
ported when he is called away 

City The Emancipator Plan also gives him every advantage in those 
later years when his needs for life insurance are materially 

lessened. 


= q BUT the time when his life insurance protection can be materi- 
ally reduced is uncertain. 


q He may need some life insurance beyond the age when most men 
retire from business. 


tos The Emancipator Plan of The Lincoln National Life takes care 
of these changing conditions to the best advantage of the insured. 





Continued on page | 
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(Continued from front cover) 


THE EMANCIPATOR PLAN 


Q The Emancipator Plan Policy of The Lincoln National Life Insur- 
ance Company is NOT Term Insurance. 


Gi is a Whole Life policy covering the entire lifetime—so the in- 
sured need not fear that he may outlive the policy and still be in need 
of protection. 


Gi: provides the maximum amount of permanent protection for the 
minimum cash outlay. 


Qi: contains all the features of any other standard life insurance con- 
tract, such as cash values, loan values, paid-up life values, exte:ded or 
continuous insurance and automatic premium loans. These are neces- 
sarily smaller than those built by the larger reserves collected on 
higher premium policies. 


@ The advantageous adjustment options throughout the lifetime of the 
contract remove the necessity of the insured’s building up high reserves 
in the early policy years, when the chance of dying is comparatively 
small and the need for protection greatest, in order that the high mor- 
tality in late policy years may be met. Under The Emancipator Plan 
the greater share of building such reserves is left until the need for 
insurance beyond the active and productive years becomes apparent. 


@) There are many ways the premium deposit may be adjusted in later 
years to fit the need at the time. In short, The Emancipator Plan is 
extremely adaptable. 


@) The future premium deposit privilege of The Emancipator Plan al- 
lows the insured to make deposits for paying up the insurance in a 
limited number of years or to mature it as an endowment or to pay pre- 
miums due during the life of the contract. In event of death prior to 
its use as set out above, this fund is paid in addition to the face of the 
policy. 
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Club Wars on 
Fake Advisers 


Chicago Organization Starts Plan 
of Certifying Qualified 
“Estate Counsclors” 


TERM IS ALMOST A JOKE 


Chicago Life Trust Group Institutes 
System of Severe Examinations 
As Counter-irritant 


A movement to oppose the operation 
of many so-called “estate counselors,” 
who are not qualified by education and 
experience to give this highly special- 
ized service and who use the title merely 
to gain interviews, has been started by 
the Life Trust Club of Chicago, an or- 
ganization of select membership in the 
life insurance fraternity there. It is 
said to be the only movement of its 
kind in this country. 

The club has inaugurated an informal 
and unofficial system of certifying for 
the information of prospects, those 
members who meet rigid qualifications. 
The quiz at present is entirely oral but 
it is proposed eventually to have a type 
of test which will be far more difficult 
to pass. 


Outlines Reading Course 


In addition the qualification board is 
drafting an outline of a course of read- 
ing and discussion calculated to make 
those who follow it faithfully special- 
ists in arranging estates, as well as 
merely in fitting life insurance to men’s 
needs. 

This is largely a protective measure, 
Herman T. Powers, the club’s presi- 
dent and member of the E. C. Fowler 
agency of the New England Mutual, de- 
clares. Attempts to pass an agency 
qualification law in Illinois over a con- 
siderable period consistently have met 
with failure, and in fact it is recognized 
that no legislation could prevent a life 
msurance man from calling himself an 
estate counselor.” The club’s certifica- 
tion method it is hoped will draw a 
sharp dividing line between estate anal- 
yzers who are totally unfitted by ex- 
perience and training to perform this 
tunction, and those who have studied 
long and hard to learn every angle of 
this most important modern problem. 


Seope of Club’s Examination 


one Present qualifications are based 
baa - examination before an advisory 
_ @ on past experience in life insur- 
_ underwriting, general knowledge of 
yarlous types of trusts, inheritance 
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Life Insurance Faces Real 
Test in Coming Months 





NEW YORK, March 6.—As business enters the last lap of the first quarter 
of 1930, it becomes increasingly apparent that life underwriters will have to, as 
many already have, initiate more intensive sales efforts, if the record peak of 
1929 is to be passed this year. The January report showed a good gain in ordinary 


business, though group and industrial 


fell off sharply, but preliminary reports 


indicate that February, not yet fully reported, will not fare so well. It is expected 
that business will about hold its own for February and that March will see a 
further decline, unless selling efforts are greatly accelerated. 

Viewing the general business horizon for March and balance of the year, there 
is a picture of uncertainty such as forecasters have not seen in some years, with 


heavy clouds delaying the rapid clearing 
of the skies, as was earlier predicted. 


Some Adverse Factors 


Unemployment seems to be increasing. 
Freight car loadings are falling off on 
a seasonal basis, an indication of reduced 
factory activity. New building is off 
still further, with conditions aggravated 
by numerous foreclosures which have 
clogged the market temporarily. Steel 
production has slowed more than antici- 
pated by the December check in reces- 
sion and is not promising for the open- 
ing of the most productive period of the 
year. Agriculture has again hit the 
doldrums, with cotton at a very low 
point and wheat only slightly recovered 
from the low point of the post war 
range. The best that most forecasters 
can say is that the financial situation is 
now sound and that there is no occasion 
for price declines or production retrench- 
ment, so that business should very soon 
recover. 

Life Business Unaffected 


As for the position of life insurance 
in this readjustment through which the 
country is now passing, the same can 
be said as was stated at the opening of 
1928, when conditions were wavering 
uncertainly between recession and boom 
—the latter winning in that tilt. That 
is, life insurance, though usually follow- 
ing, with less aggravated curves, the 
trends of general business, is in a posi- 
tion of unusual prestige and there is no 
basic reason for any retrogression. Life 
sales should maintain a nor- 


insurance i 
mal pace, regardless of the business re- 
cession. Industrial business will un- 


doubtedly feel unemployment and group 
insurance will probably feel industrial 
curtailment, but ordinary sales are on 
a basis of normal, average economic 








worth and should in no wise be affected 
by temporary shifts in the industrial pic- 
ture. 

Test of Ability 

Some of the January increase can be 
credited to the disability changes, some 
companies going through a rush resem- 
bling old time gold rushes, on the part 
of those seeking to place policies with 
disability before the drastic rate in- 
creases went into effect. Likewise, Jan- 
uary saw the payment of the bulk of the 
replacement policies, designed to re- 
plenish financial losses through the crash 
of the stock market. Thus, the ordinary 
run of business, especially that which 
goes through the brokerage mill in the 
metropolitan areas and stands as a very 
sizeable portion of the total, was not of 
undue proportions in January. Febru- 
ary reports, still feeling some effect of 
the same factors, may show a fairly fa- 
vorable situation. 

March, then, stands as the test month 
for the life insurance business, the month 
when the life underwriters will have to 
demonstrate their ability to maintain the 
justified position in spite of a general 
market depression. 


Encouraging Factors in Other Lines 


There are some encouraging factors 
in other lines which indicate that life 
men have more to combat in their own 
minds than in those of their prospects. 
European bookings for the coming sea- 
son are said to be at a new peak, de- 
spite the financial cloud which hangs 
over the country. Real estate sales of 
residential properties are said to be get- 
ting into motion with a satisfactory re- 
turn as March opens. Those two items 
alone indicate that the prospect for ordi- 
nary life is still in the market and needs 
only to be reached. 

















analyze it. Then he appears again be- 
fore the board and discusses the case, 


giving his recommendations not only as | 


regards any life insurance which may 
be indicated as necessary, but also out- 
lining a unified plan which will carry 
as much of the estate as possible on to 
the beneficiaries. 


Rice-Wray Is Chairman 


T. C. Rice-Wray, an independent mil- | 


lionaire producer attached to the Sam- 
uel T. Chase general agency of the Con- 
necticut Mutual and sales adviser to the 
home office, is chairman of the qualifica- 
tion board. Mr. Rice-Wray is nation- 
ally known for his sales and educational 
work. 

The other members of the committee 


are: W. F. Dineen, “millionaire” of the ! 


| Heifetz agency of the Mutual Life of 
New York; Harry Anderson, office man- 
|} ager the Rockwood Company; Robert 
| Rickey, Equitable of New York, and E. 
/R. Reynolds of Stumes & Loeb. In 

order to speed up the qualification work 
the committee has been enlarged by in- 
| cluding several men who passed the 


| tests soon after they were started. 


Powers Explains Club's Move 


“This is the first step toward stand- 
ardization of estate planning,” President 
Powers says. “We have got our feet 
on the ground and we believe we will 
take the hooey out of this work in Chi- 
cago. The trust companies are natur- 
| ally very much interested because their 
| work and ours is closely tied together. 
(CONTINUED ON PAGE 27) 





Saving Feature 
of Great Value 


F, L. Wright Stresses Desirability 
of Investment Features of 
Life Insurance 


CONGRESS AT COLUMBUS 


C. H. Voorhees Tells Some of the Mod- 
ern Ways Agents Can Serve 
the Public 


COLUMBUS, O., March 6.—At the 
sales here Flavel L. Wright, 
general agent of the Northwestern Mu- 
tual Life at St. Louis, speaking upon 
the subject “Life Insurance That Gives 
Life,” said life men have known, in an 
there is life in the 
which become pay- 
able to beneficiaries: that such proceeds 
provided the sinews of life and provided 
the means for the education of depend- 


ent children. They have known that 
the proceeds of such policies furnish the 
cash to pay debts which the policyholder 
acquired in his attempt to give his fam- 
ily full life. 


congress 


indefinite way, that 
proceeds of policies 


Policyholders Forgotten 


Speaking further he said: “But we 
have too frequently forgotten another 
party to the contract, and a party who 
is of outstanding importance—the pol- 
icyholder. We have talked life insur- 
ance as an indemnity only and been 
led to advocate those forms of insur- 
ance which require the lowest possible 
premium rate and which, at the same 
time, establish the least defense for the 
policyholder who lives to that time in 
life when ‘the sound of the grinding 
is low.’ 

—— 
Receives Greatest Value 

“The citizen who makes use of the 
investment machinery of life insurance 
and who, at the same time, avails him- 
self of the opportunity to make regular 
savings in a safe place and to make 
these savings in a form that is returned 
to him after his economic values have 
passed, is the one who receives the 
greatest life from a policy. I frequently 
feel that the best assurance of life in 
all our business is that assurance that 
is made to the policyholder after his 
physical powers have been exhausted. 


Cc. H. Veorhees Speaks 


C. H. Voorhees of Hartford declared 
the life companies appreciate the tre- 
mendous opportunity and responsibility 
resting upon them. The keystone upon 
which this mammoth institution rests 
is the life agent, who has and will con- 
tinue to play such an important part 
in a business which has come to exert 
such a tremendous stabilizing effect upon 
the country. 


Feels Sense of Responsibility 


An appreciation of this situation has 
brought home to the great majority of 
(CONTINUED ON PAGE 27) 
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Takes Conservative Stand 
on Writing Aviation Hazard 


NEW PACIFIC MUTUAL RULES 


Company’s Actuaries Decry “Specula- 
tion” in Covering Modern Risk, Say 
Experience Is Unreliable 


Rules governing the wriling of risks 
subject to the aviation hazard are an- 
nounced by the Pacific Mutual with the 
explanation that although it is popularly 
believed that it is as safe to ride in an 
airplane as in an automobile, persons 
holding this view fail to consider the 
wide disparity in the numbers riding in 
automobiles and airplanes. 

“In the state of California alone we 
have 2,000,000 registered automobiles, 
and according to the latest information 
not much more than 1,000 airplanes,” 
Actuary A. G. Hann and Assistant Ac- 
tuary Leslie J. Cooper, state. “In view 
of these figures it is utterly out of the 
question to show any comparison re- 
garding the total number of deaths. We 
are convinced that where an applicant 
travels extensively by airplane there is 
some extra hazard. 


Advise Against “Speculation” 


“We are strongly of the opinion that 
where there is a lack of reliable experi- 
ence a life insurance company must enter 
new fields on a conservative basis. It 
would be manifestly improper for a life 
insurance company to speculate in the 
matter of investment, and we believe 
that it is equally wrong to speculate in 
the acceptance of risks. When a more 
reliable experience is built up it may be 
possible to accept these risks upon a 
more liberal basis. 

_ “The aviation hazard is a vexing ques- 
tion to all life insurance companies to- 
day. There is little if any life insurance 
experience and it is therefore extremely 
difficult properly to gauge what hazard 
exists when an applicant uses an air- 
plane more or less frequently as a means 
of travel. It is true that statistics have 
been published as to fatalities on the 
basis of number of miles flown, also on 
the number of hours in the air. These 
statistics, however, are not very reliable 
for life insurance purposes. A life in- 
surance cCOmpany is more interested in 
the number of lives exposed to risk, and 
how the mortality compares with the 
average experience of the company.” 

Declines All Professionals 


The Pacific Mutual now declines all 
army and navy officers as well as airmail 
pilots, student fliers, instructors, aerial 
photographers, map makers, forest pa- 
trol, stunt fliers, testers, pilots engaged 
in motion picture work, commercial 
fliers, and so forth. 

Special consideration will be given to 
nonprofessional aviators, such as men 
in the air service during the war and 
others, including reserve officers, rated 
up $15 per $1,000, with a $10,000 limit. 
Applicants who own and operate a plane 
and fly principally for pleasure will be 
declined, as will applicants who own a 
plane but use a licensed pilot. 

The Pacific Mutual will accept fare- 
Paying passengers who occasionally use 
airplanes as a matter of business, flying 
only with licensed pilots over air lines 
between well equipped airports. The 
extra premium and regular limits ac- 
cording to the number of flights a year 
are: One to ten flights, no extra pre- 
mium, regular limits; 11 to 20, $5 extra, 
$25,000 limit; 21 to 40, $10 and $15,000; 
40 and up, $15 and $10,000. 

Applicants employed by companies 
that own and operate planes used as a 
time-saving means of travel for execu- 
tives and operated by licensed pilots in 
their employ will be considered as fol- 
lows: One to five flights a year, no 
extra premium, regular limits; 6-10, $5 
extra, $25,000 limit; 11-20, $10 and $15,- 
000; 21-30, $15 and $10,000; 31-40, $20, 
$5,000; 40-up, $25 and $2,500. 


THE NATIONAL 








Takes New Post 











DR, F. H. SCHOLLE 


H. Scholle, who was formerly 
. and general manager of 
the Kansas Life, has become agency 
manager of the Northern States Life of 
Hammond, Ind. C. Edwin Johnson, 
vice-president, who has been giving his 
time to agency work, will hereafter de- 
vote his attention to executive duties. 
Dr. Scholle is a successful life insurance 
supervisor and has had a wide experi- 
ence. 


Heavy Demand Is Seen 
for Loans on Policies 





The Mutual Benefit in its annual 
statement calls attention to the unusual 
demand for policy loans the last week 
in October and the early weeks in No- 
vember on account of. the stock market 
cataclysm. In the early part of Octo- 
ber cash paid out on account of policy 
loans by the Mutual Benefit averaged 
about $65,000 each business day or $400,- 
000 a week. Starting with Oct. 21, there 
was paid out in policy loans $460,464. 
In the week of Oct. 28, the amount was 


$2,110,720. The week of Nov. 4, $1,- 
069,112, Nov. 11, $1,225,004; Nov. 18, 
$1,132,239; Nov. 25, $733,313; Dec. 2, 
$324,950; Dec. 9, $704,111; Dec. 16, 


$485,676; Dec. 23, $486,446. On Dec. 30 
the amount returned to normal, being 
$338,482. The Mutual Benefit states 
that it is necessary to go back to 1907 


to find a similar demand for policy 
loans. Speaking still further, the com- 
pany says: 


Comment on 1907 


At Dec. 31, 1907, the company’s assets 
were $112,586,493.88, of which policy 
loans constituted $18,786,254.64 or 16.7 
percent as compared with 14.4 percent a 
year earlier. The amount paid from Oc- 
tober, 1907, to April, 1908, inclusive, may 
be estimated at about $2,000,000 in ex- 
cess of that which would have been paid 
out had loans continued at the rate at 
which they were running immediately 
prior to this period. This excess strain 
was a larger percentage of the com- 
pany’s total assets at that time than the 
recent excess payments have been of 
our present assets but the earlier de- 
mand was distributed over a longer 
period than was the case in connection 
with the experience through which we 
have just passed. 

Detailed reference is here 
to the volume of cash loans (less loans 
repaid in cash). Loans made for the 
purpose of paying premiums and policy 
loan interest contributed largely to the 
gross increase in policy loans to which 
attention was just called, and deprived 
the company of a proportionate amount 
of cash premium and interest income 
which it normally would have received. 

The execution of the work incident to 
the receipt of such a greatly increased 
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Life Companies Quizzed 
en Acquisition Cost 


QUESTIONNAIRE IS SENT OUT 


Special Committee of National Conven- 


tion of Insurance Commissioners 
Is Seeking Information 
Life companies are being asked by 
the special committee of the National 
( vent of Insurance Commissioners 
’ n costs for special data 
! io that asked of fire, casualty 
companies and a ready re- 
( been noted. 

lhe majority of companies are attach- 
xt questionnaire blanks copies of 
t ird agency contract form, to- 
ether with scales of commissions which 
y are paying, first year and renewals. 
\ meeting of the commissioners’ com- 
mittee has been set for April 7 in Chi- 
cago, at which returns from the com- 
Les will be reviewed. However, there 


s a question whether the meeting will 
be held on this date. A New York 
City fire insurance organization holds 
its annual meeting on that day, at which 
Superintendent Albert Conway of New 
York is scheduled to be the chief speaker 
and an effort will be made to defer the 
committee meeting to a later date. 


Five Million Dollar Men 
in Group Life Production 





Qualifying for the Five Million Dol- 
lar Club of the Metropolitan Life and 
beating every previous year’s record 
made in the sale of group life insurance 
by a sales representative, Supervisor W. 
B. Wolfe of Pittsburgh, placed a total 
of $63,945,000 in 1929. 

Next on the $5,000,000 list were J. O. 
Kavanagh of New York City and Mt. 
Vernon, N. Y., and J. H. Jones of New 
York City and Dobbs Ferry, N. Y., who 
sold respectively $31,047,000 and $13,- 
816,000 of group life insurance. F. Q. 
Oliphant of New York City, former 
West Point and Purdue athlete, and J. 
R. Schultz of Philadelphia and Trenton, 
each placed more than $8,000,000. 


Other Members of Club 


Other members of the Five Million 
Dollar Club wete G. O. Brophy, De- 
troit; N. E. Perin and M. N. Zankl, 
Philadelphia; W. . Diekmann, St. 
Paul; J. B. Renwick, New York City 
and Montclair, N. J.; and W. H. John- 
a ee York City and Bronxville, 

Of the $340,072,824 of group life in- 
surance placed by the Metropolitan last 
year, 27 salesmen sold approximately 
$192,000,000 or almost one half of the 
total. The 11 members of the Five Mil- 
lion Dollar Club had $161,366,000 to 
their credit. 


volume of applications for loans placed 
a considerable strain upon the office or- 
ganization, particularly upon the finance 
department, the correspondence division 
of the mathematical department, the re- 


newal, the files and the mail depart- 
ments. The number of loans averaged 
126 daily during October, 1928, and 148 


during September, 1929. With the unusual 
current demands, the daily average be- 
came 199 for October and 333 for Novem- 
ber of this year. In the week beginning 
Oct. 28, the number of applications for 
cash loans amounted to 2,133 and in a 
single day, Nov. 1 reached as many as 
579. During September of this year the 
number of loans settled by the issuance 
of checks on the day of the receipt of 
the applications amounted to 41 percent 
of the total number of applications re- 
ceived up to 11 a. m. of the successive 
days. During October such percentage 
rose to 54.3 percent and in November to 
69 percent, the percentage for the suc- 
cessive weeks of November being respec- 
tively 68 per cent, 71 percent, 76 percent 
and 79 percent. 





Ohio Insurance Department 
Strives to Prevent Evils 





JUDGE YOUNGER GIVES TALK 


State Has Same Power to Regulate 
Agents as Companies—Ethical 
Practices Encouraged 


Judge C. S. Younger, Ohio insurance 
superintendent, in speaking before the 
banquet of the Cleveland Board, said 
that his office was striving in the execu- 
tion of the insurance laws and by rulings 
of the department to prevent various 
evils which are thorns in the side of the 
business. 

They are: (1) Rebating or special in- 
ducements of any kind by gift or other- 
wise in the purchase of insurance. 

(2) Twisting life insurance, that is, 
inducement to relinquish a policy with 
view to selling another. 

(3) Misrepresentation of terms of a 
policy. 

(4) Writing fire insurance in excess 
of sound values. 


(5) Conversion of moneys paid as 
premium to other uses. 
(6) Engaging in insurance transac- 


tions without a license. 

(7) Unauthorized representation of 
unlicensed companies. 

(8) Agents accepting premiums from 
policyholders and giving an _ unofficial 
receipt for them. 

(9) Various forms of deceptive adver- 
tising in newspapers and circulars. 

(10) Discounting of notes given for 
premiums before the policy is delivered. 

He said there are 951 licensed com- 
panies in Ohio. There are practically 
75,000 agents. There are about 10,000 
solicitors who represent agents. There 
are about 500 foreign brokers licensed 
in the state. The income derived from 
insurance by the state is about $7,750- 
000. He said regulation becomes a mat- 
ter of common concern, not only to the 
public as buyers of insurance but to 
those in the business themselves. 


Courts Uphold State 


Judge Younger said it has been re- 
peatedly held by the court that the state 
has the same power to regulate the con- 
duct of agents of insurance companies 
as it has to regulate insurance com- 
panies themselves. He said it becomes 
the duty of an agent to be thoroughly 
informed as to the custom and usage 0! 
the insurance business. Judge Younger 
said that the department is striving ™ 
an earnest way to maintain the insur- 
ance business in the state on a high 
plane of service. Ethical practices are 
encouraged on -every hand. Judge 
Younger paid a tribute to the fidelity o 
the local agent, saying that he occupies 
a most responsible position in the pres 
ent plan of insurance. He declared that 
in spite of the fact that millions of dol- 
lars are handled by agents, defalcation 
and fraud are negligible. 


Orr With Bank & Insurance Shares 


W. A. Orr, for the past year treas 
urer of the Equitable Life & Casualt! 
of Louisville, has resigned his connec 
tion with that company to become & 
sociated with the Bank & Insurance 
Shares, a holding company organiz 
under the laws of Delaware, wit! offices 
at 588-590 Starks building, Louwisv!* 
and engaged in the organization 0! ¢ 
group of insurance companies, covert 
life and casualty lines. Mr. Orr wt!) ™ 
in charge of the casualty lines. 





Life Notes 


The Alabama insurance department 
collected $635,002 in taxes so [al 
year. 

A. W. Swinghamer, agent of t! 
coln National Life in Cumberlat 
died at his home there. In_ his 
with the Lincoln National, Mr. 
hamer ranked as one of the leading 
resentatives of the northwest term 
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Idea of Profession Is Too 
Strongly Stressed—Eubanks 


LIFE INSURANCE A BUSINESS 
Tells San Francisco Association Harder 
Work Will Be Needed to Make 
Sales in Next Ten Years 





SAN FRANCISCO, March 6— 
Speaking before the San Francisco Life 
Underwriters Association, Gerald A. 
Eubanks, manager of the life insurance 
department of Johnson & Higgins, 
warned against bringing too much of 
the professional idea into the business 
of life insurance. “Many have become 
obsessed with the idea,” he said, “that 
we are professional men. Let us not 
go too far with that idea. Better far 
to gain the name of a successful Amer- 
can business man than to become doubt- 
fully successful professional men.” 

Another point he stressed was that 
the life underwriter should not take too 
much credit on himself for the public 
buying life insurance in such enormous 
volume, “because,” he said, “there have 
heen conditions which are all favorable 
to us. In the past ten years we have 
had to gallop like the devil to keep 
pace with the public demand for life 
insurance. We have not necessarily as 
life insurance men created that demand. 
Legislation, tax laws, the influenza and 
pneumonia epidemics, the world war and 
a lot of other elements have educated 
the public to become life insurance 
minded. 


Too Many Personality Sales 


“I think the next ten years we have 
to educate ourselves to educate the pub- 
lic into new ways and new methods of 
using the commodity which we have to 
sell—life insurance. A lot of us have 
sold on our personality, simply follow- 
ing the demand that has existed for 
years in the lives of our clients. The 
successful man the next ten years will 
be the one who takes advantage of op- 
portunities rather than simply follow- 
ing the pace set for him as in the last 
ten years. The demand for life insur- 
ance will have to be created the next 
ten years.” 

George H. Chase, assistant secretary 
of the Prudential, who is on an agency 
trip covering the Pacific Coast, followed 
Mr. Eubanks, agreeing with him and 
saying: “For the present we are in a 
business, not a profession, and we do 
not need to apologize as life insurance 
men for being in a business.” 

Hull Sees Great Year Ahead 


Roger B. Hull, managing director and 
general counsel of the National associ- 
ation, pointed out that “1930 will be a 
year of earned prosperity. as contrasted 
with the fictitious and inflated values 
to which we have accustomed ourselves 
n the business world in the old year. 
In my opinion it is going to be the 
Sreatest year in the history of American 
life insurance, because it follows the 
greatest stock crash in the historv of 
the world. There are literally millions 
‘men and women in this country, who 
tween Oct. 27 and the closing days 
of the old year looked into their strong 
*oxes and thanked God for life insur- 
‘nce contracts.” He predicted that be- 
1950 there will be 400 billions of 
‘© mMsurance in force in this country. 





Flitcraft with Penn Mutual 
{ eer \. Flitcraft, well known Chi- 


_— e insurance man, has joined the 
nny > E. Patterson agency of the 
i ba tual in Chicago as supervisor. 
“, Fitcratt in 1918 began to specialize 
te insurance, later disposing of his 
ssierai tsurance business. From the 
a he produced in excess of $500,000 
vy and has now developed into a 
= eT heen connected with the Bo- 
~ seat ‘ingle general agency of the 


isetts Mutual in Chicago. 
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Rice-Wray Says Agents 
Must Be More Efficient 





T. C. Rice-Wray, the well known Chicago agent, spoke this week before the 


Chicago Life Underwriters Association. 


He declared that for the last 85 years 


the agents have been patting themselves on the back for the great growth and 


development of life insurance. 


The results in the field have been remarkable. 


The total amount of life insurance in force has doubled in every decade until the 


last one has about increased three-fold. 


Mr. Rice-Wray said that to his mind it 


is significant that 87 years were required to put the first 50 billion on the books, 


whereas only seven years were required for the second fifty. 


In speaking of sell- 


ing he said that marketing success is not necessarily selling success unless the 
reasons for successful business are analyzed. It is impossible to determine whether 


that success is the result of public de- 
mand or good merchandising practice. 
The public may be so hungry for a com- 
modity or service that it actually forces 
success upon the merchandiser in spite 
of his wrong methods or bad judgment. 


Life Insurance Meets Test 


most remarkable 
intrinsic value of 


In his mind the 
demonstration of the 
life insurance is seen in the fact that it 
could live as an institution and grow 
as it has in spite of the merchandising 
methods or total lack of good substan- 
tial sales methods. Speaking bluntly 
Mr. Rice-Wray said that only the ex- 
ceptional man has up to date been able 
to survive in a life insurance sales or- 
ganization. He declared that the selling 
and sales managing methods of the ap- 
proximate present have been so bad that 
few businesses other than life insurance 
could ‘have survived the merchandising 
treatment accorded them. 


Big Agency Turnover Seen 


He brought out the fact that any busi- 
ness in which 80 percent of the men who 
enter it are failures has something 
wrong about it. It is of no value to 
point out the faults of the business un- 
less a reason can be given for its de- 
fects and a remedy found. Mr. Rice- 
Wray declared that the crux of the mat- 


ter may be illustrated by the contrast 
of meaning he gives to the words 
“agent” and “salesman.” Mr. Rice- 
Wray said that the life agent has 


always been and still very largely is one 
who goes out attempting to secure in- 
surance where the prospect is perfectly 
willing to take it. The American public, 
he said, is insurance conscious. It be- 
lieves in life insurance and has adopted 
it as a national habit. It buys easily. 
That is why the agent can live in the 
business. 
Effect of Activity 

When an agent becomes an active and 
ageressive force he begins to grow. 
Where he uses his brain to intelligently 
create a desire for his commodity he 
becomes a salesman. Unless salesman- 
ship is based on needs, it is neither in- 
telligent nor permanently profitable. He 
declared that up to the present century 
the standard method of starting a man 
in life insurance was to show him how 
to write an application, how to use his 
rate book, and then send him out to in- 
terview his friends. He only had a 
slight knowledge of the business. He 
was not sent among strangers because 
he did not know how to deal with them. 
He had nothing to interest them. He 
said that under such procedure only the 
hardiest or most brilliant men could suc- 
ceed. 
Lose 


Easy to Get—Easy to 


The sales managing system was to 
hire all the men possible regardless of 
ability, hoping that each one could get 
some business before the faded out of the 
picture. No one took any great risk 
except the agent. The beginning of the 
present century saw the beginning of an 
effort to train agents. The first plan 
was to give him as much technical in- 
formation relating to the business as 
possible. The result was that the agent 
proceeded to talk to the public about 








what life insurance is rather than what 
it will do. He got the reputation of 
being a worse bore than he was before. 
Finally the general agent began to take 
a hand in a sincere desire to cut down 
the turnover. He accepted some of the 
responsibility to make successful the 
men whom he hired. The agent made a 
list of everyone with whom ‘he was ac- 
quainted. The general agent with his 
expert knowledge and the agent with 
him called on the people, analyzed their 
needs and sold them. He gave credit 
and commission to the new man. This 
caused large production the first four or 
five months and a sharp decline and the 
agent’s subsequent disappearance. 


Overlook the Needs 


Mr. Rice-Wray said the break came 
when the general agent was obliged to 
withdraw his sales support or when the 
agent ran out of friends. It was ab- 
solutely necessary if he was to succeed 
permanently for the new agent to learn 
in six months what it had taken the 
general agent six vears to learn. Mr. 
Rice-Wray declared that the trouble is 
that most men are still trying to sell 
life insurance as a commodity. They are 
endeavoring to merchandise it in the ab- 
stract without applying it concretely to 
the needs of the prospect. Knowledge 
of what life insurance is may not be a 
factor of primary importance in a man’s 


ability to sell it. The thing that sells 

life insurance, he said, is a recognition 

of the needs that have their origin in 

the fundamental impulses which mo 

tivate human nature and then to see how 

it will fulfill and meet these needs. 
Value of Specialization 


He declares that the value of special- 
ization lies in the fact that the inexperi 
enced and less successful man can select 
one of these needs, study it until he 
understands it, quickly learn how the 
service of life insurance applies to it 
and thereby accomplish the first success 
requisite by making a living in the busi- 
ness. 

Mr. Rice-Wray held 
for the man entering 
undertake to learn all 


that it is foolish 
life insurance to 
the things about 


it. He should learn one thing and be- 
come an expert on it first. He should 
concentrate this attention upon it until 
practice makes ‘him perfect. When the 


life agent selects one of the needs which 


is common to a large number of pros- 
pects and finds out what life insurance 
will do to meet these needs he can pro- 
tect himself in a_ sales presentation 
which intelligently sets forth the essen- 
tial facts. Then he can tell his story 
to the men who have that need. The 
agent then becomes permanently suc- 
cessful. 


Challenges Entire Agency Force 


Morris Fishman, vice-president and 
head of the Detroit Life’s home office 
agency in Detroit, has issued a challenge 
to the company’s entire agency force to 
produce more business during March 
than his agency. March has been desig- 
nated as Fishman month in honor of 
Mr. Fishman’s 18th anniversary with the 
company. His agency wrote more than 
$2,000,000 in March, 1929, 
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Continental Assurance 
Entering Group Field 


MARKLE IS PUT IN CHARGE 


Plans Are Now Being Formulated to 
Stimulate Business in This Par- 
ticular Class 


Assurance of Chi- 
running mate 


The Continental 
cago, the life insurance 
of the Continental Casualty, is establish- 
ing a group department. The Conti- 
nental Casualty has written group acci- 


dent and health but the Continental 
Assurance has not been in the group 
field. B. C. Markle, who has been in 


charge of the group department of the 
Travelers in Chicago, has been elected 
assistant secretary of the Continental 
Assurance and secretary of its group de- 
partment. Mr. Markle is now getting 
up forms and policies and is ready for 


an active campaign for business. He has 
been 12 years with the Travelers and 
has had great success in his work. The 


Continental Assurance now has reached 
a point where it can write this business 
and give the best service. 


Metropolitan Party Meets 
With Field Men in Atlanta 


F. H. Ecker, president of the Metro- 
politan Life, met more than 400 field 
men in Atlanta, Ga. It was another of 


a series of regional meetings being held 
by President Ecker in a desire to ex- 
tend personal greetings to all the mem- 
bers of the Metropolitan Life field force 
that they may be put into closer touch 
with the purposes and ideals of the home 


offices. Other home office men included 
Leroy A. Lincoln, vice-president and 
general counsel; A. F. C. Fiske, second 


vice-president, and R. Lawrence, regional 
supe rintendent of agencies. The Geor- 
gia managers taking an actual part in 
the meeting included Harry W. Indell, 
manager Atlanta; John J. McConneghey, 
Piedmont; Burton E. Barnes, Stone 
Mountain; J. F. Vallery, Albany; C. C. 


Franklin, Athens; A. F. Glander, Au- 
gusta; J. C. Howard, Columbus; R. F. 
Jacob, La Grange: Robert F. Goodson, 


Macon; John F. Boyley, Rome: M. S. 
Herndon, Savannah, and L. L. Wright, 
Atlanta, superintendent. 





Smaller Policies 
Now Stressed by 
Many Life Agents 











In various sections of the country, 
company executives say that the pro- 
ducers are getting far better returns on 
smaller and medium sized policies than 
they have for many a day, There are 
not so many large policies being writ- 
ten. The smaller writer is having much 
greater success. This is largely due 
to the fact that the purchasers of big 
policies have been in the stock market 


and have been pretty badly riddled. 
They have not gotten on their feet as 
yet. However, they are purchasing in- 


surance but in lesser amounts than they 
had been. 


Rural Business Better 


People on salaries with a steady as- 
sured income are buying reasonable 
amounts of insurance. Altogether the 


outlook is very hopeful for the indus- 
trious agent who does not have his 
sights set too high. Some companies 
say that their business in rural commu- 
nities shows more snap than it has. The 
effect of the stock market was found 
in the larger centers and it was there 
that the batteries of companies had been 





trained for the last two years. 
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Agency Building School 
Showed Good Results 





COURSE OF THREE WEEKS 





Penn Mutual Life Closed Its Fourth 





Session—Much Practical Work tails of Business in Land of the ranks at the fore in life insurance frog 
Was Done Rising Sun every standpoint. Figures compiled b 

Jolui C. McNamara, general agent of tj 

Guardian Life and president of the Ney 

The Penn Mutual's fourth agency- A handsome and sumptuous home of- York Association of Life Underwriter 
indicate its prestige in size of office. Mg 


building school ‘ended its three weeks’ 
course at the home office last Friday. 
Seventeen general agents and general 
agency supervisors attended. Every fea- 
ture of recruiting, training, and super- 
vising was theoretically and practically 
studied—theoretically in the classroom, 
and practically in work in the Philadel- 
phia territory. Vincent B. Coffin, di- 
rector of education, assisted by his as- 
sociates, James A. Preston, William A. 
Conway, Osborne Bethea, and John E. 
Gibbs had charge of the course. In ad- 


dition, there were specialized talks by money : ces Soe 
leg - “ ’ ng, sai oe 'S sive > ins market in tl 
Vice-President Hart, John A. Steven- The home office staff includes 6,000 | T° vd. Th beech meay follow the dis 
son, Agency Secretary Jefferies, Messrs. yersons. Canvassi aying me, toe — - . 
» 18 7 y J sce . - a a8 LARVRIERE, PATE claims, tribution of large offices as follows: Tw 


Furner and Boileau, assistants to the 
vice-president; Manager Slattery of the 
direct mail department, Mary A. Murray 
of the Stevenson agency’s new prospect 
bureau, and Manager Stewart Anderson 
of the editorial and advertising depart- 
ment. Philip O. Works and Chris C. 
Rossey of the J. Elliott Hall agency, 
Max Schonberg of the McWilliam & 
Hyde agency and General Agent Man- 
uel Camps, Jr., of the Providence 
agency, who were graduates of previ- 
ous schools, also gave addresses on spe- 
cial subjects. 

Through the work of the class 20 
new members were added to the John 
A. Stevenson agency, and 350 names of 








Work for Kirke 














BEN KIRKE 


Royal Union agents more than made 
good their slogan of “We Will Work 
tor Kirke’ in February, birth month of 





Ben Kirke, vice-president and field man- 
ager. A February record was set with 
$2,560,000, well exceeding the previous | 
high February mark of last year. 





Harry St. John Goes With | 
the Canada Life in Texas | 








| been 


Japanese Government Life 
Insurance Bureau Expands 





BUILD HUGE HOME OFFICE 


Director Sonova Gives Interesting De- 


fice building of great size has been con- 
structed by the Post Office Life Insur- 
ance Bureau of Japan, which, as a gov- 
ernmental undertaking, has had great 
success throughout the world. Work 
was started in May, 1927, and the struc- 
ture was completed in February, 1929, 
Director E. Sonova writes THE NATIONAL 
UNpbERWRITER from Tokyo. It covers 33,- 
810 square meters, is furnished with all 
modern scientific innovations and cost 
5,500,000 yen, approximately $2,250,000. 
A yen is worth about 50c in American 


collecting premiums, etc., are carried on 
through 9,200 post offices, adequate su- 
pervision being exercised by seven re- 
gional directorates. Approximately 20,- 
000 persons are engaged in the field 
work. 


Has Had Tremendous Growth 


The expansion of the head office has 
necessitated by the tremendous 


growth of the bureau’s business since 


| the inception of this system in October, 


1916. Business outstanding at the end 
of December, 1929, was 14,336,977 poli- 
cies for 1,919,408,568 yen. New busi- 
ness in 1929 was 2,169,622 policies for 


| 356,154,784 ven. Policyholders’ funds are 
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New York City Is 
Leader in Number 
of Large Offices 


NEW YORK, March 6.—New Yor 





McNamara estimates from the beg 
available statistics that there are 20 of 
fices in the country which paid for ove 
$20,000,000 last year and 12 of these an 
in New York City. Were the basis t 
be made lower and a unit of $10,000,00 
taken, the comparison might be eve 
more favorable to New York. The aver 
age production of these 20 leaders wa 
$30,000,000, which is thus a basis fo 
measure of a large agency. Mr. Mc 
Namara cites these figures to show tha 
the New York area is the biggest, m 











in Philadelphia, two in Chicago, one it 
Pittsburgh (the leader), and one each i 
Detroit, St. Paul and San Francisco, 

It is of note to also point out tha 
Mr. McNamara’s agency is among thi 
select group, an accomplishment unusua 
for its rapidity, for his office is only fiv 
years old—in that time springing t 
twelfth place nationally and eighth plac 
in New York. 





King Tells Why Insurance 
Is Best Safe Investment 


Russell S. King, Union Central Lit 
general agent in Indianapolis spoke at 















































prospective agents were gathered. The Harry D. St. John, vice-president of | 2PPTOXimately 350,000,000 yen, chiefly ‘olumbus (Ohio) Life Underwri- 
list will yield additional agent recruits. | the Alamo Life of San Antonio, Tex., | "Vested in social service enterprises, on the = meso vo: sales congress thi 
ph , Any rer = niesll conti winds ore q ’ s Ss *s Ss mis 
Che staff and members of the school | has returned to become manager of the | Which the experience was successful. eae ly spieceanmaaai : 
own $990,000 of life insurance, an aver-| Canada Life in that part with offices I'he bureau is devoted to bettering ~ in the case of the miser who 
age of $45,000 for each member. in the Alamo National Bank building. | health conditions of policyholders, and a ulate imply for the pleasure oi 
eutieenieine Mr. St. John is one of the most capable | gives free nursing service through 86 te "' a A a man makes in- 
: °¢ . ° ° P ° ~ ° . ssess , , UG ' = 
Set Notable Conservation Record life insurance men in his section. He | health consultation offices situated in eee for three specific purposes 
. . a . ag rs r ail . .* rT . res “ s : a = 
The Ed Mays Club of the Continental _ ee oe 0 bate Underwrit- | important cities. To promote the na-| Fie he builds an estate that is sufi- 
; * . ers Association work y r| ti > p > , on a f c. 1 nes 
Life of St. Louis has just completed the 5S Geieene hey A = “ne og 4 | tional health, the bureau recently began | cient’ for the needs of his loved one 
first year of its existence and has set a | ‘ ’ . es Moines, ta. | broadcasting setting-up exercises. — | as well as for anyone in whose weliart 
remarkable record in conservation of In order to complete the system of in-| he js concerned. Second, to accrue 2 
2 ° . ; e to 
business. Twenty-three agents qualified Equitable Life Officials Advanced | dustrial insurance aiming at national competency for old age, and third, to 
for senior membership with a renewal q s vance | welfare, the bureau launched life an-| pave a nest egg for emergencies of sick- 
percentage for the year of more than 75 William B. Parsons, for many years | nuities in 1926, having in force at the} ness, lack of employment, losses, etc. 
percent. Three members qualified for | superintendent of the bureau of policy | "4 of December, oe, Saa,ree policies} Life insurance fills these three pur 
tbe chub every month of the year, while | claims of the Equitable Life of New | fr annuities of 13,111,479 yen. poses better than any other form of i 
eight others had 11 months to their} York, has been appointed second vice- | vestment. In building an estate tor @ 
credit. In December, for instance, 38| president. Fred D. Bayne is made su-| | , aad family, life insurance is the only invest: 
agents qualified for the club with a clean | pervisor of agencies and J. H. Hoyland, | ,.Ceh Bruce Se ert caent of -_ ment that can be made on the partial 
slate of 100 percent. agency assistant. | pointed postmaster at Wichita. payment plan in which the further pay- 
ment at the death of the breadwinne 
a ee “= must not be made by the survivors. 
| | Were it not for life insurance there 
FIGURES FROM DECEMBER 31, 1929, STATEMENTS ] | would be very few men under 50 year: 
| ef age who would accrue a sufficient 
LIFE COMPANIES | estate otherwise to supply the needs ol 
—- a ———— et the family to live in the same os o 
.. hic > Ww stomed. 
Gain Prem Total Benefits Total life. m which they were aces _ “Mtr 
Total New Bus. Ins. in Force in Ins. Income Income Paid Disburse. Except in the rarest instances, 
— eon Surplus = Dec. * 1929 In Force 1929 1929 1929 1929 King said, the insured never pays the 
z $ $ z —- «nian of tie i : in fact. 
American Citizens ....... 134,091 100,000 30,637 261,000 261,000 5,797 10,755 1,000 par value of his insurance; im the 
Amer, Nat., Mo. ......... 2,877,550 200,000 112,795 3,505,830 646,188 490,331 1,007,621 212,655 where the expectancy is lived out the 
Amer. Nat.. Tex. catia 38 014,715 2,000,000 2,731,413 14;500,863 16,740.52 5,443,180 average cost per thousand of the estate 
merican Stand, ......... 678,960 448,100 b,245 212,584 382,188 52 is > less : 5 recent of its 
Amer, Thrift ..0cc0ssecse 275,449 sadnetes 022 ,718 249,468 Ss anew wee See Piif snsuranct 
SND aiddendscncewceds 22,188,507 1,000,000 7 6.161.533 face. The net yield from life insurane 
DE Naindvaiecinwianwnnace 2,698,961 250,000 631 is higher than any other safe vest 
i i Mi Rs ‘esatecscons 169,982 142,950 5,455 ment that is known. 
DE SM. cectccssuseke 9,668,379 400,000 52,877 Seated 
Des Moines . & A....... 5,291,822 600,000 50,6 ce 
DED, chtsicicexciuscnte 2,100,186 200,000 51, Hart and Stevenson at Conferenc ‘ 
Elkhorn L. & A. ......5. 1,065,200 Ra 52,105 Vice-president Hugh D. Hart of 
IN i ncscveccectens 1,217,453 500,000 507,8: 4,600,866 de yhn A 
DUR: gicckceasienes 4,088,691 300,000 —-142,202 16,478,960 50,306, Penn Mutual and meyer nd ao 
Ge aes Rt ieee 550,338 150,000 59,099 6,465,940 13, 388.1 Stevenson of the home office agency 
Life & Cas. I. 30,3 332, 59 4,005,960 14,813,7 2 tended the conference of the Market 
National, Can. 5 250,000 14,316,772 59,860,023 82% Executives’ Society at Atlantic 4 
New York Life a eeeses eeeeee+ 958,017,206 7,266,168,47 .851, ho anizati ie Aliate ith the 
Northwestern 155,000 93.628 18,046, ,939,000 This organization r affiliated Mr 
Pacific Natl. .....0.00ecce 625,912 177,143 5.769.200 5.769.200 750.197 American Management Association. 
St. Louis Mut. odtenkiel 219,540 12,806,062 732, 99,1 768,423 Stevenson has been president for thre 
Security Mut., 275.091 27,341,933 2,349,385 37, 1,001,853 years. Its conferences are given over 
IRN nee enn beiine 1,248 1,942,164 528,131 59, 93,466 : se nf 1 discussions o 
eat aie: 138,135 778,000 778,000 18.033 525,149 1.000 exclusively to imiforma gence oat 4 
I ne edncn dceued 566,833,250 2,060,000 73,186,180 654,451,143 2,349,891,161 497,188,453 120,493,896 179,240,401 general merchandising and merchan@ 
=e eet. = wt eeeeeee senees Sseras saaee 308,300 40,819,376 4,788,800 173,174 184,625 ing in the individual lines of the com 
nion Nat., Mo. ......... 315,915 0, 20, 3,712,15 3,712,194 2,158,194 72,778 232,375 Ts : 
IR, aniwndnind anea's 429,069 200,000 130,920 16,278,079 11,122,252 2,217,079 329.914 442.099 porations represented. 
Srseee, TEGO ccccascceces 221,729 100,000 31,348 2,175,165 5,935,065 1,378,066 125,940 168,050 . m . enson 
Transcontinental ......... 194,083 109,450 65,827 642,000 642,000 642,000 17,540 207,284 ” a 7 So the sub- 
Wash, Fidel. Natl ....... 1,748,848 600,000 412,862 22,023,245 24,049,611 5,303,643 719,935 6,652,406 : roint of 
. ail : : Poe - ‘ ject from the life insurance p< é 
*Cancelled large group policy. tTotal capital subscribed, $246,850, amount shown fully paid. view Pri The Xa 
» : ¢ : iew. rice, $3. Order from T! 
7Dec, 31, 1928, to 1929. Including surplus paid in. : tional Underwriter 
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(Continued from page two) 


THE EMANCIPATOR PLAN 


@ The Emancipator Plan of The Lincoln National Life Insur- 
ance Company increases the average-size policy because it 
adapts itself perfectly for Business Insurance and for the pro- 
gram of business or professional men who desire the maximum of 
protection during their producing years and yet who desire a 
Whole Life policy. 


Q two recent cases were for $500,000. There have been a much 
larger number for $200,000, $100,000 and $50,000. 


Q) The average-size Emancipator Plan Policy issued during 1929 
was $15,000. Indications at the start of 1930 are that both the 
volume and average-size of policy of The Emancipator Plan will 
be materially increased this year. 


Qi: fits a definite need for Low Guaranteed-Cost Whole Life 


insurance. 


q The Emancipator Plan Policy is issued only by 


THE LINCOLN NATIONAL LIFE INSURANCE COMPANY 


“*Its Name Indicates Its Character’ 
Fort WayNE, INDIANA 


Now more than $800,000,000 of Insurance in force 
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OPENS NEW AGENCY 


Charles J. Peckham, formerly organ- 
izer in the Manhattan branch of the 
New York Life in downtown New York, 
has been named agency director of an 
uptown office, moving into the new of- 
fice in the new Lincoln building this 
week. This is called the Lincoln branch 
and is in the newest and one of the 
largest skyscrapers to open in New 
York. Mr. Peckham has been with the 
company for several years and has 
ranked high in the measure of company 
efficiency. 

x * x 
CONSERVATION NEED SHOWN 


An appeal for greater conservation ef- 
forts is made by John C. McNamara, 
New York general agent for the Guar- 
dian Life, in his monthly bulletin to 
agents, accompanied by a very frank 
analysis of the agency’s record on this 
score. During the five years since its 
organization, the agency has placed in 
force by initial premium $81,279,000, of 
which $67,097,669 or 82.8 percent re- 
mains in force. Of this loss of $14,181,- | 
000, death and disability claims ac- 


AS SEEN FROM NEW YORK TI: 


By C. C. NASH, Jr. | 
—— (Nash of the National) 














counted for 86 lives for $1,658,077 and 
term conversions into a permanent form 
at the attained age totalled $1,760,000. 
Thus the total terminations from un- 
preventable causes were $3,418,077. The 
balance of $10,763,000 represents what 
Mr. McNamara termed a severe waste 
from all standpoints of insured, bene- 
ficiary, agent, agency and company. It 
is also pointed out that the situation 
must closely be watched during coming 
months to see that the rate of lapse is 
not increased, as the rate of policy loans 
has increased. 
e © 
TAX IS QUESTIONED 


Introduction of a tax revision law in 
the New York legislature last week, ap- 
plying to. the income from funded trusts 
carrying life insurance, has caused some 
apprehension among those specializing 
in the life insurance trust. The 
matter of the law is not new, being now 
incorporated in the federal tax rules. 
This measure merely seeks to bring the 
state income tax in conformity with the 
federal scheme. It n one of the fed- 
eral features that has 


cen recognized as 





subject | 


in the minds of many 
experts, unconstitutional. Action by the 
state along the same line may bring 
about a test suit to ascertain the legality 
of such provision. 

The bill introduced by Senator Mas- 
tick, who also introduced the old age 
pension bill, amends subdivision 6 of sec- 
tion 365 of the state tax law, by provid- 
ing that the income of a trust, applied 
to payment of premiums, irrevocably 
payable in the manner specified in sub- 
division 10, section 360, shall be included 
in computing the net income of grantor. 
Heretofore, the income has been appli- 
cable to computation by the trustee. The 
Solent law provides, similarly, that 
grantor shall pay this, but that has been 
a provision much mooted by tax experts. 
It was regarded as unconstitutional, as 
the income from an irrevocable trust can 
in no wise be classified as income to 
grantor, having been assigned away for 
life, without possible chance of recovery. 

(Addition of this provision to the state 
law may make the matter of sufficient 
note to creators of large life insurance 
trusts to result in a test of the laws, 
both state and federal. 

* * x 


PENSION CONTROVERSY GROWS 


bothersome and, 


for a system of federal old 
has been started and many 
centering their atten- 


Agitation 


tions are 





LITTLE STORIES FROM THE FILES 
GREAT INSURANCE 


INSTITUTION 


8:15 P. M. The jangle of a tele- 
phone shattered the silence of a 
A figure hur- 


deserted office. 
ried to answer the call. 
“Western Union,” 


answer—will you take it?” 


“To —,” 
voice, “reading: 


GRANT PERMIS 


‘CAN 


said a voice. 
“Telegram requiring immediate 


continued the 


YOU 
SION 
TRAVEL OLD MEXICO 
NON-CAN POLICY FIVE 





HUNDRED MONTHLY 


TWENTY FIVE THOUSAND 

PAL STOP ANSWER IMMEDIATELY 
PROSPECT 
LEAVING AT 
MIDNIGHT.’ ” 


“Answer immedi- 


PRINCI- 
policy. 


ately — prospect 


leaving at mid- 
night” — and 
Could we get an answer there 


was 8:15! 
in time? 


it 


A telephone call to the executive to whom 
the message was addressed caught him at 
home. The message was read over the 


phone. Within twenty minutes a reply was 


CONTINENTAL « CASUALTY « COMPANY 
CONTINENTAL « ASSURANCE « COMPANY 


ILLINOIS 


CHICAGO 


OF A 


speeding back to the agent. 


This perhaps is an unusual instance of 
service. It is typical, however, of the spirit 
that animates the Continental organization. 
Here in the Home Offices nearly one 
thousand loyal, 


.t Whole 


service that builds their business. 


He wrote the 


intelligent workers give 
their all daily, with 
hearted enthusi- 
asm and_ willingness 
measured neither by 
the dollar nor the 
clock, that Conti- 
nental fieldmen 
may be served. It 

is the type of 





;au 





| 
| 





montl th’s results 
j ; 
j le mn that the portion of the 


t 
ito the 





tion on this subject at Washington, bot 
pro and con. 
curity leagues are following this n 
in the interests of the aged unemploye 
and, on the other hand, several larg: 
business organizations, including tl, 
National Association of Manufacturer 
are starting a campaign against fh 
adoption of such a system, which the 
classify as a “dole” and a dangerous ste; 
for economic welfare. The many effort 


along this line which have already ap. 
peared since the first of the year indicate 


that President Frederick H. Ecker ¢ 
the Metropolitan Life was keenly view 


ing the future when he stated to the Lif 
Presidents Association in December tha 
the subject of old age security would bk 


the foremost life insurance problem o 
the coming year. Governor Roosevelt ¢ 


New York said last week that the com. 
ing weeks will see much public commen: 


on the matter. 
*x* * * 


BANKERS NATIONAL TO MOVE 


The Bankers National Life is prepar. 


ing to move into new home office quar. 


ters within two weeks, to take an entir 
floor in the new Bankers National Lif 
building of Jersey City, N. J. This com 
pany, the consolidation of three 
panies of the 
ida, Colorado and New sao 9 an 
headed by one of the youngest lif 
surance executives in the country, 
Lounsbury, has outgrown its 
quarters and expanding business requires 
occupation of the new and en! 
The Bankers National Life 
ing, a three-story building just being 
completed, is one block off Journa 
Square, the business center across the 
Hudson from Manhattan. 
x * * 
FEBRUARY BUSINESS 


ix alpl 


space, huild- 


OFF 


February proved a month of marking 
time in New York City agencies, pro- 
tion figures of most offices showing 
a slight recession, with very few ex- 
ceptions. One company with large 
gency organization showed a 20 percent 
gain, reaching a record month’s pr 

n, but its volume is directly tr: 
disability changes. Anotlhi 

» the contrary is the McNamara 
of the Guardian which had a gain 
over 40 percent, paying for over $2,000, 
000, but this is merely holding 

pace that office set during t! 
fr of 1929. The leading office 

had a $4,000,000 mon 
was half a million bek 
February. Most of the rep 
lightly under last February and the 

ggregate would probably give a 
of about 5 percent for the 
the weight of disability 
outstanding feature 
to be further! 
business 
department 
large 


again 
even this 


city 


offices 


despite 

(one 
seems 
r dea t hit is the brokerage 
Most fully time divisions in th 
general agencies showed slight increases 
which were offset by sizeable slumps |! 
brokerage totals. This was anti pated 
last year before the market crash, tor 
it was rather generally beleved tha 
business first to be shaken in_ stress 
times would be that developed over the 
counter from outside sources. As sales 
efforts become increasingly important 
the value of the full time agent is em 
hasized and the broker finds more 
and more difficult to supply the usua 
volume of business that comes in of I 
own accord. Most brokers are n0 
equipped for intensive sales approaches 
and thus cannot meet the strain @ 
tightened circumstances. 


Records 64 Percent Increase 
The 


of the 
other big month in 
104,630 paid for 
February, 1929, a gain of 
18 percent. For 12 consecutiv 
the agency has produced paid for 
each month in excess of $1,000,000, th 
paid for business for the past 12 mont 
being $15,111,706. This compares W" 
$9,203,767 in the preceding 12 months 
an increase of $5,907,939, or 64 percet 


Alexander E. Patterson agent 
Penn Mutual in Chicago |! 
February 
against $93 J 
$160,454 
months 
volume 
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ol Te “The attairs of the Company are 
“| a in the hands of able and 
| experienced men” 


yrepar- 

» Quar- y 
vd Uff From the Convention Report on 

aa Atlantic Life Insurance Company. 
com- 

1 Flor- Wf rs . , . . . . , 7 oes 5 - . : , , 

y and gy Che Convention Examination of Atlantic Life The examiners, after a careful investigation 







































a Insurance Company, recently completed by rep- of policy claims, observed that the claim papers 
resent Wied resentatives of the Insurance Departments oi indicated that the company is entitled to much 
— YZ Virginia, Tennessee, North Carolina, and IIli- credit for the fairness and promptness shown in 
build: Ypz nois, reveals the company to be in sound condi- its settlement of claims. 

bein Bye tion and under capable management. Not a word 7 ee a a ee | 
a ae LA Z of criticism of the company or of its operations . Che books — Sponater ea = ws ; rey - — 

ay appear in the report. found to be well and accurately kept and to 

: th A tiles te Ailenibite lites —— reflect much credit on the accounting depart- 
a | Fa] Swink aa Butig eg or cogent A ' ment as well as the officials who are in direct 
~~ UG = vid “Vour pie ose et oa ca pa charge of same. he examiners failed to detect 
lowing bla, segaesicae~ i“ wher we any errors of any consequence, which, in their 
net BD Pe he 1s exceedingly fortunate in having a man words, “is very unusual inasmuch as this ex- 
ercent  Y% of Mr. Swink’s executive ability and personality amination covered a period of four years.” 

rodue- I at the helm.” ; 

eabit 

rcae® § j There is always satisfaction in knowing that you represent a 

a Ay company which can undergo the severe scrutiny of a convention 
:?, 000, Sl examination and emerge with words of commendation only— 

» th none of criticism. 

a When you represent Atlantic Life you know that you are 

. but Gp with a growing organization whose operations are: 

vt be GA Supervised by a Board of Directors composed of 

1 the prominent business men keenly aware of their ob'igation 


decline to policyholders; 





= y ay Conducted by capable officers who know the duties 

f the AG of their positions; Li») 
acne Vy Facilitated by the most modern and efficient mechan- a 
— L ical equipment that can be obtained. GY. y} 
naa ZY And, most important to the underwriter, Atlantic is a “field [OF 


mips m 


minded” company. In the words of a prominent insurance execu- 


£ 


, are tive: “Atlantic’s Genera! Agents are fortunate men—because they =Ze 
hat th BX represent a company whose president and officers are right SEZ 

stress EE behind them, giving them the aid and co-operation needed for ZA 
ver the YE successful agency building.” ae 
.S Sales = ——_ 


yortant 
is em- 
t more 

usual 
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et : We have good general agency openings in Columbus, Ohio, St. Louis, Missouri, Jackson, 
mh Wy Mississippi, Memphis, Tennessee, and in the States of Oregon and California 
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CENTRAL LIFE AGENTS MEET 


President MacArthur Outlines Plans 
for Year at Panama City, Fia., 
Gathering 





BY R. J. McGEHEAN 


PANAMA CITY, FLA., March 6.— 
The Central Life* of Illinois annual 
agency meeting was concluded here 
Tuesday. The delegates were welcomed 
by Mayor Nelson and President Alfred 
MacArthur and Secretary S. B. Brad- 
ford responded. 

At the opening session President 
MacArthur outlined the plans for the 
coming year. Vice-president R. 
Irish, who was in charge, talked on fu- 
ture policies. Charles Watts of Great 
Falls, Mont., was made president of the 
Central Life Club, being the leading 
producer of the company. Three new 
agents, J. R. Belleperche, Duluth; K. C. 
Smith of Canton, O., and Roy Pritchard 
of Ottawa, Ill, gave their impressions 
of the business. Secretary Bradford 
outlined the company’s history and L. 
S. .Broaddus, head of the home office 





agency, made an illustrated talk on sell- 
ing life insurance. 

It was announced that Feb. 25 was 
the largest day in the history of the 
company, $600,000 in new business being 
written. Ben Getzoff, assistant to the 
president, was in charge of arrange- 
ments. J. B. Patterson, general agent 
at Streator, Ill, was honored for his 
21 years of service with the company. 


Speakers at Sessions 


A series of talks was given by various 
agents on their experiences. Those who 
participated were: Frank H. Wixom, 
Eagle Grove, Ia., who had the best lapse 
record for the year 1929; Ralph Horn, 
Detroit, general agent; R. D. Ash of 
Canton, O., who led in applications with 
170; Jacques Cohen, San Francisco; Gus 
Kress, Chicago; H. C. Dewey, Flint, 
Mich., who has written an application a 
week ‘for 233 consecutive weeks; E. 
Blaisdell, Williston, N. D.; Ed 'Wilker- 
son, general agent at Dallas; J. T. Wood, 
W. C. Hunter and H. E. Slack, Dallas. 

H. E. Slaughter of South Dakota, who 
has more business in force than any 
agent in the company and who has de- 
veloped a lot of business among his pol- 








CONFER IN WASHINGTON, D. C. 





Connecticut General’s General Agents, 
Managers and Leading Producers 
Meet with Home Office Men 





The Connecticut General Life held a 
joint conference of its leading producers 
with its annual general agents and man- 
agers meeting last week in Washington, 
D. C. About forty home office repre- 
sentatives also attended. Vice-President 
W. I. King presided at all meetings. 

The program for the first general ses- 
sion included addresses by President R. 
W. Huntington on the “Life Insurance 
Salesman Today,” Vice-President King 
on the “Company’s 1930 Program;” Earl 
C. Henderson, actuary, on the “Com- 
pany’s New Dividend Schedule,” Vice- 
president G. E. Bulkley on “Life Un- 
derwriting,” Assistant Secretary George 
Goodwin 4 “Accident Underwriting,” 
Secretary F. B. Wilde on “Group and 
Wholesale Insurance,” and Vice-presi- 
dent J. M. Laird on the “New Disabil- 
ity Program.” 

A general session was devoted to sales 
demonstrations by M. Bridgman 


Mortality in January 





NEW YORK, March 6.—Mor- 
tality improvement has continued 
into this year, the favorable expe- 
rience of the last half of 1929 be- 
ing followed by a record low 
death rate in January, according 
to the report of the Metropolitan 
Life on its 19,000,000 industrial 
policyholders. The January death 
rate was 9.4 per 1,000, comparing 
with the previous low of 9.41 in 
January of 1927. Comparison with 
last year shows 9.6 for east of the 
Rockies, compared with 13.8 last 
January, when the “flu” epidemic 
was raging. Automobile fatalities 
continued their upward swing in 
January, increasing more than 13 
percent. 
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1, 1930. 


five years. 





under the new contract. 


consideration. 


Y Agency Managers Wanted 


Salary PLUS Commission is the basis of a new man- 
agerial contract adopted by The Franklin on January 
It was adopted in furtherance of a new plan 
for building agencies, a plan of interest to any man who 
is familiar with organization problems. 


The Company is seeking men qualified to fill positions 
They must be men who have 
already attained a worthy measure of success and ac- 
quired a thorough knowledge and experience in life in- 
surance work. Experience in the organization and 
management of agencies is preferred, but men who can 
show good records as executives or leaders will receive 
The age limitation is thirty to forty- 


No other agency building plan of this Company has 
met with an equally prompt and promising success, 
but strict fairness compels that one point be stressed, 
namely: It is a plan that responds only to getmne 
ability and industry. 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


Springfield, Illinois 











and W. J. Johnson of Toledo, J. B 
Slimm and H, J. Shackelton of Utica, 
N. Y., and F. L. Hudson of Hartford, 

The last morning’s program included 
a sales demonstration by R. W. Red- 
man and C. S. Merriam of Springfield 
and M. L. Fairchild of Hartford. A¢d- 
dresses on “Business Insurance’”’ by C. 
H. Voorhees, counsel, and on “Six 
Principles of Salesmanship” by Dr. Al- 
vin C. Busse and Dr. Richard C. Bor- 
den of New York University, concluded 
the session. About 250 attended the con- 
ference. 


SECTIONAL MEETING HELD 





Vice-President Shepard Has Charge of 
Lincoln National Agency Gather- 
ings—Go to San Antonio 





The Lincoln National Life completed 
the third of its series of 1930 sectional 
meetings at Kansas City, Mo., under 
the leadership of Vice-president Walter 
T. Shepard and the other officials. Dr. 
Charles J. Rockwell, insurance educator 
was the program headliner. More than 
100 agents from Illinois, Wisconsin 
Minnesota, North Dakota, Missouri, 
Kansas, Nebraska, Oklahoma and Ar 
kansas attended. 

Grant Is a Speaker 


A. L. Dern, manager of agencies, W 
E. Thornton, medical director, and W. 
T. Plogsterth, assistant superintendent 
of agencies, spoke. President W. T 
Grant, of the Business Men’s Assurance 
spoke at the banquet. 

Two meetings prior to the one 2 
Kansas City were held in Philadelphia 
and Fort Wayne. Two more will be 
held at San Antonio, Tex., and Lo: 
Angeles. 





Atlantic Enters California 


The Atlantic Life has just entered 
California. William C. Elliston, Pacif 
Coast manager, who has been at Port 
land, Ore., for several weeks, openin 
up that state which the Atlantic et 
tered recently, will now start building 
up a sales organization in Californie 
directing operations from Los Angeles 
where he will have his headquarters. 





Continental Life, D. C. 


Charter of the Continental Life ‘ 
Washington, D. C. has been amendé 
authorizing an increase in capital from 
$300,000 to $1,000,000 to be divided ™ 
shares of $10 par value. The compar 
holds a Virginia charter but has ™ 
home office in Washington. A resol 
tion passed by the board of director 
recommending the increase was recent 
approved by the stockholders. 





State Mutual Convention 


The State Mutual Life will hold * 
agents’ convention at Old Point Com 
fort, June 24-26, 
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SUN LIFE ASSURANCE COMPANY OF CANADA 









A TOWER OF STRENGTH 





1929 


New Assurances Paid for - 654,451,000 < See 
An Increase of $213,207,000 Sa 
Assurances in force (net) - $2,401,237,000 


An Increase of $504,322,000 


Total Income (net)- -— - 172,857,000 


An Increase of $28,110,000 
Surplus earned during the 


Year - -+ + =- - 42,863,000 


Payments to Policyholders 


and Beneficiaries -~ - 69,174,009 


Surplus and Contingency 


Reserve - - - - 72,807,000 
,390,000 
Assets, at December 31st, 1929 568,197,000 


An Increase of $5,869,000 


Total Liabilities - - - 495 


(Including Paid up Capital) 


An Increase of $79,239,000 
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Rate of Interest earned on mean invested assets 7.02% 
The high rate of dividends allotted to participating policyholders is continued and the special 
dividend on maturing policies extended cnd increased. 





EXTRACTS FROM DIRECTORS’ REPORT 


New policies paid for numbered 161,391 for a net 
amount of $654,451,143.27, an advance of $213,206,- 
752.36, or more than forty-eight per cent., over the 
previous year. This marked increase and the fact 
that the average policy, for the first time, exceeded 
$4,000, afford impressive evidence of the ever- 
growing popularity of the Company. 

After deducting amounts reassured, the total 
assurances in force amount to $2,401,237,036.94, an 
increase of $504,321,102.37. This advance is notable 
not merely for its magnitude, but because when 
allowance is made for terminations by death and 
maturity, it represents a remarkably high rate of 
continuance, and evidences great satisfaction on the 
part of our policyholders. 


The amount paid to policyholders since organiza- 
tion, together with the amount at present held for 
their security or benefit, exceeds the total amount 
received from them in premiums by $139,290,474.03. 

The rate of interest earned on the mean invested 
assets has risen to 7.02 percent. This figure includes 
a certain amount from bonuses and stock privileges 
accruing on many of the Company’s holdings; but if 
these were entirely eliminated the rate would still be 
6.60 per cent. 

A net profit of $13,077,284.62 was realized from 
the redemption or sale of securities. 

The surplus earned during the year, based on the 
values entered in the accounts, amounted to $42,- 
863,578.59, but from this sum substantial appropria- 
tions have as usual been made to further strengthen 
the position of the Company. 

An additional $10,000,000.00 has been deducted 
from the market values of our securities as a pro- 
vision against possible market fluctuations, raising 
the amount thus set aside for this purpose in the 
accounts to $30,000,000.00. 

A further $1,000,000.00 has been written off the 
Company’s buildings. 

$931,000.00 has been appropriated to raise the 
annuity reserves to the Rutherford table of valuation, 
with interest at 34 percent. This exacting standard 
requires reserves $2,656,000.00 in excess of those of 
the Dominion Government standard. 

$1,200,000.00 has been set aside as additional pro- 
vision for claims arising from total disability, death 
claims as yet unreported, and possible claims under 
cancelled policies on which a surrender value or rein- 
statement might be applied for. 

$22,606,265.67 has been paid or allotted as profits 
for the year to policyholders. 


_The special amount entered as a liability to pro- 
vide for unforeseen contingencies has been main- 
tained at $12,500,0C0.00. 

After making all these deductions and allocations, 
$5,868,899.96 has been added to the undivided sur- 
plus, bringing the total over liabilities, contingency 
accounts and capital stock, to $60,307,762.44. 

In accordance with our usual conservative practice 
the securities owned by the Company have again 
been valued at figures much below the market quota- 
tions current at the close of the year. This under- 
valuation represents an important element of 
strength to the Company additional to the specific 
provisions in the statements. 

Your Directors are pleased to announce that the 
high scale of profits at present allotted to participat- 
ing policy holders will be continued during the ensuing 
year, while the Special Dividend on maturing policies, 
introduced last year, has been extended to include 
policies maturing after having been in force five 
years or longer and the scale of benefit has been 
increased, 





The business of the Company has always been 
conducted under the exacting provisions of the 
Canadian Insurance law and the rigid super- 
vision of the Insurance Department of the 
Government of Canada. Ever since we en- 
tered the United States in 1895, the Company 
has been under similar supervision there and 
is now subject to the regulations of thirty- 
eight States of the Union which require 
periodical examination of the affairs of all 
companies licensed in their territory. In the 
discharge of their reguiar duties a committee 
of twenty-two examiners, representing the 
States of Michigan, Massachusetts, Minnesota, 
Ohio, Tennessee, Washington, Virginia, West 
Virginia, Florida and the District of Columbia 
recently completed an exhaustive examination 
into every department of the Company's 
affairs. The report of this committee 
makes gratifying reference to the liberal 
treatment accorded to our policyholders, and 
provides authoritative testimony to the Com- 
pany’s strength. Even adopting the low 
valuations placed by us on our securities, the 
committee still reported a surplus at the close 
of last year $1,333,921.71 in excess of the 
figure claimed by the Company. 
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Accident Agents 
Are Optimistic 





Declare Their Business Will Be 
Much Easier to Procure 
Now 


LIFE MOVEMENT EFFECT 


Adoption of Uniform Disability Clause 
Provisions and Higher Rates Will 
Have Influence 


The action of the National Convention 
of Insurance Commissioners in insisting 
that life companies adopt some stand- 
ard provisions in total and permanent 
disability clauses in order to check the 
wave of competition which was causing 
considerable demoralization in the field, 


will react to the benefit of those who 
gre soliciting accident and health insur- 
ance under separate contracts. Un- 


doubtedly the disability clause and the 
double indemnity provision in life insur- 
ance have had an effect on the regular 
accident and health solicitors. 


Life Agents Active 


Many life agents have emphasized the 
importance of these attachments to the 
life insurance contract. It offered a new 
talking point. The disability end of the 
life contract has been over-played. Life 
companies have written large amounts 
of disability as there has been no me- 
dium for checking up on_ purchases. 


Some companies have a pro rate clause 
while 


others do not. Under the new 








THE NATIONAL 


provisions adopted by the National Con- 
vention of Insurance Commissioners the 
waiting period of four months is estab- 
lished. The competitive features in dis- 
ability have been greatly reduced. Rates 
have been increased, some _ almost 
doubled. 
Boon to Accident Men 


Altogether this action on part of the 
life companies is proving a boon to the 
accident and health agents and will be 
more to their favor when companies are 
required to put into effect the new pro- 
visions. 

Another feature that accident and 
health agents are emphasizing is the 
fact that the accident and health com- 
panies accustomed to adjusting disability 
claims are in a much better position to 
offer expert service than the life com- 
panies. Some life agents have had bitter 
experiences in connection with disability 
and double indemnity adjustments find- 
ing that their life insurance clients have 
become prejudiced because of unsatis- 
factory settlements. Therefore, they are 
beginning to feel that they would pre- 
fer to have their life insurance entirely 
apart from the disability. 

Many companies writing health and 
accident insurance are preparing for 
more intensive campaigns just as soon 
as all the life companies get their rates 
increased and put into effect the uni- 
form, provisions. 





Otis E. Logan Resigns 


Otis E. Logan, for the 
years general agent of the Provident 
Mutual Life at Indianapolis, has _ re- 
signed as of April 1 but will continue 
with the company at Indianapolis as a 
personal producer. Mr. Logan went to 
Indianapolis from Cleveland, where he 
was superintendent of agents for the 
Provident Mutual In Cleveland and 
Indianapolis he has been active in asso- 
ciation work. He was also one of the 
organizers of the Indianapolis General 
Agents Association and for one year its 
president. 


past eight 
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Common Stocks as Investments 








W. E. Robinson of Minneapolis, a 
soliciting life insurance agent, makes 
some comment on the proposition of- 
fered by Insurance Superintendent Con- 
way of New York last fall to the effect 
that life companies might use some of 


their funds to stabilize the price of 
stocks at a panicky time. Mr. Robin- 
son Says: 

“I have been an agent for a large 


life company that is domiciled in New 
York, for more than 25 years. I have 
represented to those who have entrusted 
me with their business that the funds 
of the life companies that are licensed 
to do business in New York are well 
safeguarded by the restrictive laws of 
New York. My opinion is that life 
companies should not be permitted to 


own common stocks of any kind, I also 
believe that it is not, and should not 
be the business of life companies to 


Big Producer Advises Agent 
to Stick to Own Business 


Stick to your own business and leave 
outside ventures alone. Such was 


advice which Norman R. Hill, of Wil- 


liamsport, Pa., one of the big producers | 


for the Northwestern Mutual Life, 
passed out to members of the W. Tolar 
Nolley agency of that company at Rich- 
mond last week when more than two 
score representatives from various sec- 
tions of the state assembled there for 
a two-day rally. Mr. Hill told them 
that if they would follow his advice 
they would write more business and at 
the same time avoid the danger of los- 
ing much, if not all, they had earned 
selling life insurance. To the 
ful agent in particular, the temptation 
to go outside his chosen field is strong, 


the | 


success- | 


| speculate on the stock market with t 
| funds of policyholders. 

| “The lite companies contract to 
loans to policyholders. If the of 
of companies should undertake t 
bilize the price of stocks above thx 
tual vaiue, this in my opinion wou 
be sound business on their part. 
policyholders money might be 
dized. Because of this fact life « 
nies might not be able to carry « 
terms of their policies. 

“If individuals want to speculat 
their own money that is their pri 
but life insurance funds should not 
used by officials to influence the pr 
of stocks. I hope that the laws of N 
York will continue to restrict the i 
ment of the funds of life con 
This is for the benefit of policy! 
and life insurance generally thr 
assuring sound contracts.” 





for the reason that he usually has s 
plus money for investment rk 
he can win success in other lines 
business endeavor as well as in his ow 
He had had some experience himse 
| along this line and it had taught 
never to wander from his regular fie 
again. 

Two home office representatives ma 
| addresses at the meeting, stressing t! 
h'gh spots in the five-year productio: 
program of the company 
put on last year. They were U. H 
Poindexter and Russell P. Thierbac 
assistant superintendents of agencies 

Reports submitted showed that t 
Nolley agency exceeded its quota 
the program every month last year, pay- 
ing for a total of approximately $5,000- 





000 for the year. The agency is st 
hitting the same pace, having exceed 
its quota in each of the first two months 
| of 1930. 
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The large majority of life insurance 
men have been negligent in not giving 


their prospects the knowledge about life 


nsurance which would make people see 


buy than automobiles, radios or other 
products, D. E. Williams, life insurance 
sales lecturer, declared at the month-end 
conference of the E. B. Thurman agency 
— the Missouri State in Chicago last 
Satt day. 

“Knowledge makes people buy one 
thing which they need less than some- 
thing else, such as life insurance,” Mr. 
Williams said. “If this is so and peo- 
yle are eager to buy automobiles, radios 
nd other things, it must be that they 
have not been told all they ought to 
about life insurance. 


Must Tell Story Better 








> 


“We are responsible and it is our 
great obligation to educate the public. 
We have been negligent in not telling 
them sufficiently. We must tell the 
torv better. 

“There are only three kinds of talks, 
inspirational, informational and applica- 
tive. Inspiration has an important place 
n personal and business life. You can’t 


move anything without emotion. How- | 


| 


that it is a far more desirable thing to | 


ever, a talk that is purely inspirational | 


vanishes into thin air very soon after- 
ward and you don’t know what it was 
about. We must not try to move peo- 
ple with emotion without first supply- 
ing facts. 

“There never has been a time in the 
history of business when businesses were 
subjected to so many and so quick haz- 
ards as today. No man knows today 
whether he has a permanent business 
or not. 


Life Insurance Is Immune 


“There never has been a plan so 
sound and immune to all the hazards of 
other businesses as is life insurance. 
Every man and woman has a plan for 
his or her life embodying some domi- 
nant features, among which are savings, 
the investment of savings, income and 
then protection of the plan. 

“Our proposition today is not to tell 


AUTHORIZATION GIVEN FOR 
NEW ROYAL UNION INCREASE 


The lowa executive council has au- 
thorized the Royal Union Life to issue 
$900,000 in capital stock from surplus. 

ister of $500,000 of its $870,245 sur- 





pit ipital stock was voted at the 
last meeting of the directors. When 


te stock is issued the company will 
lave $1.000.000 capital. It incre ased its 
capital stock dividend from $250.000 
to S300 in 1928. it has a $560,000 
The Royal Union, 
H ( on 
. ) ’ n 

itt sets 
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LIFE INSURA 


a new story—for we haven't 
to tell 
a need for us to tell it in ne 
Selling is simply a matter 
right thing in the right way to 1 
person at the right time. 


“We 


more 
learn 


t 


it in a new way. And t 


must in our t 
echnical and speci 


to handle peop! 
becoming aware that 
handled. 


Plenty of Need Exists 


“When a man tells 
need any more insuran 
more, or can't 


any 
even 
what 


if 


he wants 


he believes to 


what he thinks is his 
| our viewpoint he is 
seems to us to be pl 


life insurance. Prob 
ple you meet, 90 or 
insurance. Why t 
don’t want it Ph 


thing. 
a very small demar 
large percentage of px 
insurance if they want 
makes people buy. 


The re 


Must Put Facts in Tathk 


“The first impression alw 
ing reaction, as is the last, 


tween are facts. Our to 

phones and movements. Y« 

the cooperation of a man wh 
make him feel you are going to 


him get what he wants. It is far hb 


to cause him to admit that 


he 


in his opinion or his statement of fact 
to tell him so. 

“We don't prove anything to anybody 
by inspiration. We must give the pub- 
lic the 
inspirationally. Our first great goal is 
to procure and keep the cooperation of 
every man we contact.” 


than 


E. 


B 


facts and then interpret them 


. Thurman followed, stating tl 


life insurance men must talk their 
pect’s language. He advised interpr: 
ing protection in terms Of income. 


| TRUSTEE GETS BANKRUPT'S 
BUSINESS POLICY PROCEEDS 


The United States Supreme Court d 


clined to review the case of Robert 
Johnston vs. Carl M. Wolter, truste: 
bankruptcy of the Diamond Drilling ¢ 


Exploration Company, involvi: 
question whether the trustee or t! 
tioner was entitled to proceeds oi 


policy 


corporation. In 1919 C, 


TOW < 


iret 
col 


| 


upheld 


of the president of the ba 
C. Hoover 
money from R. B. Joh: 
drilling machines which 
ver to the company, of wl 
was president and prin 
l In the same year, Hoove: 


cv, naming t col 





he company be 
rassed, and the 
to recover the policy 


that at the time 


re transfer there was no considera- 


nd that the transfer was 
Johnston offered to pay the 
. : 

cT \ 


value and the district 
this proposal. 
i by the circuit court 


“ 


of appeals, which awarded the entire 


proceeds to the trustee, less premiums 


the U. 


case. 


\ 


Johnston. Johnston petitioned 
S. Supreme Court to review the 
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New York Life Agents’ 


1929 


New insurance paid for 





Record 





$953,000,000 


Ratio of term insurance to total only..... 3.07% 


Life and Endowment Policies..........96.93% 


NEW YORK LIFE INSURANCE COMPANY 


MADISON SQUARE, NEW YORK, N. Y. 


DARWIN P. KINGSLEY. 


President 
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Sensational Florida Case 
Is Based on Fraud Charge 





TAMPA, FLA., March 6.—In one of 
the most sensational cases in the Fed- 
eral court annals of the state, William 
Elbert Smith, of Lakeland, is charged 
with attempting to defraud the Central 
States Life of St. Louis of $50,000 on a 
policy or policies issued in 1926 for 
$25,000 with double indemnity clauses. 

The testimony shows that Fred M. 
Peddy, agent for tht company at Lake- 
land, handled the application of William 
Edward Smith, who, inspection devel- 
oped, was a fairly well to do citizen and 
real estate man. The case came through 
Claude Nichols, authorized by Peddy to 
handle as a sub agent. Peddy was not 
allowed to see the applicant and the al- 
legation of Nichols that he did not like 
insurance men and if the agent talked 
to him the deal would! be off. 

J. B. and J. W. Nichols and Nell Sell- 
ers are also defendants, all being charged 
with using the mails to defraud. The 
Sellers woman is claimant on the allega- 
tion that the assured was drowned last 
June near Miami, and that she had been 
married to him at Way Cross, Ga., short- 
ly before—Judge Mattox, of Way Cross, 
satisfied that he married the woman to 





the man before him—William Elbert 
Smith last June. 

The Nichols group are alleged to be 
party to the attempt. After the policies 
were issued Claude Nichols went to 
Columbia, Tenn., and J. W. Nichols to 
Houston, Tex., and it was shown that 
money to pay premiums was sent from 
these two cities, and Miami, J. B. 
Nichols being a resident of the last 
named city. It was also developed that 
Nell Sellers, whose home was at Jack- 
sonville, was a clerk in the office of J. 
B. Nichols of Miami, and that a Shen- 
andoah Life agent refused to consider 
writing a policy on the life of Smith 
when he was not allowed to see him. 
As he saw him only once, and then 
under agreement not to mention insur- 
ance, Agent Peddy could not identify 
trial as the one insured in 


Smith on 
1926. The trial will probably last all 
week. 





Minnesota Mutual 


The Minnesota Mutual Life reports 
an increase of nearly 300 percent over 
1929 in the first two month’s business 
this year. January and February sales 
were $15,250,000 against $6,000,000 the 
first two months last year. 


When your pep runs low try a bottle 
of optimism. 





Analysis Is Made of 
Equitable Group Claims 





William J. Graham, vice president of 
the Equitable Life, of New York, an- 
nounces that in January the Equitable 
paid 568 group death claims for a total 
amount of $1,093,114. The average claim 
amounted to $1925, which was high, as 
the average group policy protecting 
workers in the United States is for 
$1500. Wives and mothers comprised 
68.7 per cent of the beneficiaries; where- 
as other relatives, heirs and friends com- 
prised 31.3 per cent; 4.8 per cent of the 
deaths were caused by non-occupational 
accident; 2.5 per cent by occupational 
accident; 3.3 per cent by murder or sui- 
cide; 89.4 per cent by other causes. 


Shows Need for Group 


“An analysis,” states Mr. Graham, “of 
other insurance carried by the deceased 
on paid claims indicates clearly the need 
for group insurance and its value ‘when 
the pay check stops’;” 5.6 per cent of 
the deceased carried $250 or less; 10.4 
per cent of the deceased carried $251- 
$500; 14.8 per cent of the decreased car- 
ried $501-$1,000; 24.3 per cent of the 
deceased carried over $1,000; 44.9 per 
cent of the deceased carried no other 
insurance. 























Real Opportunity 
For General Agents 


Having begun its Fiftieth Anniversary Year with the 
announcement of a 


Special Development 


and 


Conservation Allowance 


for General Agents, the Minnesota Mutual has aggres- 
sively attacked its Expansion Program. 
progress is January, 1930, New Business of $8,145,000 
as compared to January, 1929, of $2,500,000. 


FINE SITUATIONS OPEN 
Totepo, On10; AMARILLO, TEXAS; SAN FRANCISCO, CALIFORNIA; 


and others. 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


Saint Paul, Minnesota 





Evidencing 





























NOTABLE SPEAKERS TOOK 
PART IN THE SUN LIFE 
REGIONAL MEETING 





The regional agency meeting of the 
Sun Life of Canada held by the Ney.- 
ark, N. J., branch reached almost sales 
congress proportions, with over 100 
present and many eminent speakers on 
the program. The speakers included 
J. S. Ireland, superintendent of agen- 
cies for the Sun Life at the home of- 
fice, C. H. Heyl, inspector of agencies, 
James Elton Bragg, head of the life in. 
surance school of New York Univer- 
sity, David Cowan, branch manager for 
the Sun Life at Jersey City, Graham 
French, group manager at Philadelphia, 
Leslie G. McDouall, associate trust offi- 
cer of the Fidelity Union Trust Com. 
pany, spoke at the banquet. E. C. Hoy, 
manager of the Newark division of the 
Sun Life presided at both sessions. Mr 
Hoy has greatly expanded his organ- 
ization and is moving into additional 
space in the Military Park building. In 
the last two months the agency has 
paid for $1,600,000 and the goal set for 
the year is $10,000,000. 


Mayor Walker Scheduled 
By New York Association 





With the world famous mayor of New 
York, James J. Walker, as the piece de 
resistance for the annual banquet of the 
New York Association of Life Under- 
writers, an all-star non-insurance cast 
has been scheduled which will furnish 
unusual entertainment for the grand 
finale of the big day of the year. The 
all-day sales congress, with insurance 
leaders of the country scheduled to 
speak, gives way in the evening to this 
entertainment feature. 

In addition, Joseph P. Day, the most 
outstanding figure in New York real 
estate, will draw from his own experi- 
ences as master salesman. Raymond 
Clapper, manager of the Washington 
bureau of the United Press, will take 
the life men behind the scenes of the 
naval parley in London, for he is sched- 
uled to return from that session only 
a few days before this meeting, March 
13. Finally, Edmund Vance Cooke, 
humorist, author, lecturer and poet, will 
present one of his emotional addresses 
The entire executive committee and 
board of trustees of the National Asso 
ciation of Life Underwriters has beet 
invited to attend, their mid-year meet- 
ing having been scheduled on the two 
following days for this purpose. 





Probes Colorado Securities Issues 


An investigation has been launched 
by Jess G. Read, Oklahoma comm 
sioner, into the bonds and other paper 
being sold in Oklahoma by eight & 
more companies chartered in Colorado 
as a result of hundreds of inquiries 0 
the matter. ; 

The companies named by Mr. Reat 
are the Old Line National Life, Liberty 


Bonds Savings Corporation, Colorado 
Life, First National Life, Repudi 
Thrift Syndicate, Southwestern Lit 


and Bankers Security Company. Nos 
of these companies is licensed by t# 
Oklahoma department, Mr, Read & 
plained, but one is at this time © 
nected with an insurance compat) 
Even if they took the funds derived from 
the sale of the bonds and later org@™ 
ized life insurance companies, tht 
could not legally be licensed in Ok 
homa, the commissioner said. 


Plan Joint Sales Congress 


Plans are being made for the annu® 
sales congress of the Baltimore Lit 
Underwriters Association and the D* 
trict of Columbia Life Underwriters 4* 
sociation, which will be held in Ba 
more May 16. 


EEE ’ 

Whoso keepeth his mouth and ™ 

tongue keepeth his soul from, trout 

Be not simply good; be good for 50 
thing.—Thoreau. 
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ILLINOIS 

| 

New Bus. In Force 
,merican, Mich. . 1,280,630 2,516,215 
Equitable, N. Y...O. 80,333,749 440,070,932 
Equitable, N. Y¥...G. 44,870,342 100,477,662 
juardiaMm ..ccecees oO. 2,628,805 19,799,343 
Guardiam ...-ceseee i «eeeaaece 1,444 
Hawkeye scesccscees 77,500 77,500 
mate, ImO. cccoccccce 5,109,686 32,037,440 
{braham Lincoln. .O. 4,182,513 19,561,803 
Abraham Lincoln. .G. 11,300 17,500 
Citizens Nat...... ees 106,000 454,000 
Continental As., Ill. 16,605,545 39,340,014 
Country L., Ill....... 19,790,500 19,535,500 
Federal ..ceeceeces O. 25,867,462 64,742,131 
Federal ..ccccccces G. 69,500 894,000 
ST sciseepense — ere 10,322 
Franklin ...s.ee0. oO. 990,481 52,790,188 
Franklin ...eeeees G. 1,800 178.099 
Winois ..seee0.++-0. 15,134,553 95,610,651 
ee ssoneeseses G. 29,000 167,000 
Life & Cas., Il...... 4,005,960 14,631,737 
Mut. Trust.......+. oO. 7,675,141 43,244,225 
Mut, Trust......«.. G.lcoscce 104,300 
WIOTY ccccccccece oO. 1,297, 3,692,839 
WIMOTY occcccccscs I. 1,547, 1,245,352 
Central, Ta@......+...- 757, 4,239,563 
Conn, GeM.....0-6- O. 12,282,268 50,714,872 
onn, GeN..-..-ee- 1,705,100 5,531,000 
‘onservative, W. Va 153,147 365,370 
Fidelity Mut......... 2,087,902 15,975,409 
New England Mut... 12,400,180 83,981,870 
Prudential .......-. oO, 103.7 706,592 482,498,289 
Prudential .....«+. G, 81,267,215 
Prudential ........ I. 535,468 
Register .eeseeeccecss ,460 
Western & South...O. >8 698 
Western & South...I. 17.4 37,536 37, ‘987, 404 
| 

OKLAHOMA 

\ -~ 

New Bus. In Force 

$ $ 

Equitable, Ia. ...... 5,057,577 
Great Amer., Kan 160,000 
Amer. Central... 3,019,776 
Amicable, Tex. ..... 144,525 
Metropolitan ......O 27,595,826 
Metropolitan ..... .G 27,810,414 
Metropolitan .......I 20,191,203 
Aetna Life ....... 29,783,146 


Mut. Benefit, N. J.... 
eens CHF occccces 
erican, Mich, 
Tn D: scanesses ° 
Equitable, N. ¥...... 
National Life, Ia.... 
Bankers Life, Ia.... 
Columbian Natl. .... 











Metropolitan Life... 
Natl. Res., Kan...... 534,000 
e Loan, Md. 2,912,012 
Natl ‘Fidel. Mo..... 1,690,052 
cle 351,000 
1,870,003 
a Beessenece 8: 
Mut 





Mut., D, a 









Assu., Mo. 
i sieeseee : 
Bank., Kan, 2,414, "001 
WEEOM, BM. Becveve 718,304 
773,400 
Wis. 5,382,484 
846,929 
988,883 
105,009 
493,411 
1,770,186 
2,756,260 
1,000 
14,289,2 





Mut., 





7,063,823 
8,871,016 


e268 ace 
640,000 


338,330 
5,000 
1,495,500 
701,775 
1,272,073 
4,088,200 
20,000 






ngton Fidel. 
1 Ben, Neb 











13,354,619 
32,285,050 








770,000 
6.019.926 
6, 312, 803 





18 402, 399 
3,748,066 
21,528,419 
9,106,402 


270, 596 





54,000 
50,154 
3,520,177 
11,809,766 
1,000 

104 604, 092 
a, ,402 
54, 419. 058 
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34,400 903 
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2.473.650 
9,741,866 
1,337,644 


231,500 
1,220,276 
120.500 
33,002,164 
3,129,741 

















| COOK. DBhasicsccesccce 2,879,959 

Gr. Northern........ 349,905 

Nat. Security........ 137,516 134,516 
Old Line, Neb........ 287,500 1,392,000 
COM. BR cccvccsse 1,292,570 6,712,816 
COREE, 9s ce scovecse 791,889 2,986,300 
ir 

SOUTH DAKOTA 
( ————. ——————— = ——— _]} 
New Bus In Force 

Acacia Mut., D. C. 228,000 480,500 
Bankers Life, Ia.... 1,674,212 10, 176, 301 
Bankers Life, Neb.. 572 

Business Men's, Mo, 

Continental, Mo. 


Great Western, Ia. 
Home Life, N. Y 
Mass. Mut. 
Mass. Protective 
Mo. St. Life 
Monarch, Mass. 
Montana 


Mutual Life, N. Y.. 
Mutual Tr. Life 
De... Oe Ms Beene 
N. Eng. Mut., Mass. 
New World, Wash.. 
New York Life 
North Amer., IL... 
Penn Mutual 
Phoenix Mut. 
Pru-lential 
Security Mut., N. Y. 
Un. Cent... Q.rcevse 
United Ben., Neb. 
Wash. Fi. Natl, II. 
Equitable, N. ¥ 
Kansas City, Mo. .. 
Mut. Ben. .....s+0. 
Nat. Life, Ia. ° 
Northwestern Mut... 


Pacific Mut. ....+.+. 
AGTNA ccccccccesces 
Equitable, Ia. ..... 


Guardian, N. Y. .. 
Lincoln Lib., Neb... 
Metropolitan 
Provident, N. D. 
Res. Loan 
TVOVOROTE sccces ° 
Midland Nat......... 
sSankers 
Des Moines L. & A. 
Elkhorn 
Guaranty 
Minn. Mut..ccccccess 
Nat. 
Royal 
State . 
Occidental 
Central 
Continental, ITll...... 
Farmers Un. Mut.... 
Inter Southern 


Un. : 


Lincoln Nat.......... 
Reliance ..cccecssese 
Security Mut Neb 


Wisconsin 


Northwestern, Neb 
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New Bus 
$ 
Provident, N. D. 2,785,170 3 
Actna TTT TTT TT 1,198,981 3 4 
Kan, City, Mo 5,000 430,882 
Mut... BM. J. cecoces 35,461 2. 888,060 
Metropolitan cease 470 028 748,582 
Northwestern Mut.. 549,000 12,125,701 
Pee, BOO ceccvccss 492,923 
Guar. Fund, Nebr 1 3,5 2.422,500 
Equitable, Ia 7, 1,204,737 
Travelers ... 1 5, 9,761,820 
Equitable, N. ¥ 2,749,771 13,057,091 
Nat. Life, Ia. e« 150.000 
Pacific Mut. ......- 190,477 3,247,695 
| 
NEBRASKA 

U. | 

New Bus In Force 
American, Colo 
Bankers Res., Neb 1, 
Continental, Mo. 


ireat Western, Ia. 
~ rane Nat. ..cceces 
eee, BES ccccccces 
Mass. Protect. a 
Midland Natl., S. D 
Mo, State Life....... 
Mut. Life, N. Y... 
Natl. Life, Tll....... 
New York Life 


Phoenix Mut. 


Boemrtis, Ve. scceeses 
State Mut. ...... 

Union Cemt. «..c..- 
Lincoln Lib., Neb.... 
Rockford, Ill. .....+.. 
New Eng. Mut....... 
State Life, Ind...... 
Prudential .......+. 


Amer. Cent., cia 
Amer. Res., Neb..... 


Equitable, Ia. 
Equitable, N. Y..... 
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2. 17,607,122 
1, 11,800,131 
7 29,630,553 

783,453 
2 8,078,500 
‘ 23,924,397 
1 15,430,876 
6, 43,916,068 








HIS well-filled litera- 

ture rack bristles with 
printed allies of NY NL 
fieldmen. Here, on orderly 
display, are most, but not 
all, of the sales messages 
that belp NY NL agents 
turn prospects into clients. 


aoe 
7a 





ALLIES or me AGENT... 


“Well, Dad and Mother—How About Me?” 
asks the attractive youngster whose face 
smiles at you from one of the dozens of 
leaflets, folders, and booklets that NYNL’s 
Home Office makes available to the agent 
to help him “‘put across” his sales message. 
Reading on, the prospect learns that this 
Company can furnish his boy or girl with 
regular life insurance “‘just like Dad’s”’ at 
new low cost. “That’s what I want for 
Bob,” he thinks .. . Here’s one selling job 
this printed ally has simplified. 

Similar pieces of literature cover N¥YNL’s 
variety of contracts, each offering a clear, 
simple explanation of its subject, each cre- 
ating the desire to buy. Different phases 
of NYNL service, such as prompt, efficient 
settlement of claims and free health service 
for policyholders, are covered thoroughly 
and completely. Other timely, pertinent 
sales helps are furnished as their usefulness 
becomes apparent. 

NYNL fieldmen use this equipment in a 
variety of ways. Some mail a leaflet to the 
prospect in advance, enclosed with a letter 
(of the Mail Advertising Service) that paves 
the way for the interview. Others leave it 
with their prospect that he may study it at 
leisure. That they do use it is proved by 
the fact that the printing department is 
kept busy replenishing depleted supplies. 


Other helps which this Company furnishes its agents include 
the Northwestern National News, weekly neu spaper for agents; 
Northwestern Fireside, quarterly policyholders’ magazine; an 
extensive line of Goodwill Builders gifts at cost for prospects 
and policyholders); and a Baby Health Service 
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NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O J ARNOLD. pacswert 
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WE NEED 
GENERAL AGENTS 
IN OHIO 
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We are prepared to make intensive 
development of territory in the state 


of Ohio. 


If you live in Cincinnati—Columbus— 
Dayton— Marion—Lima or Toledo 
and have had successful life insurance 
experience and believe you can secure 
and properly manage capable agents— 


We Can Offer You 


An attractive general agent’s con- 
tract. 
Ample territory for expansion. 


A definite plan of development. 


A Home Office School of Instruc- 
tion for agents. 


Whole-hearted support from the 
Home Office and the prestige of 
being associated with a strong and 
conservative legal reserve com- 
pany that has been in business over 
43 years. 


If you are between the ages of 28 and 
45 and have a genuine desire to ad- 


vance WRITE US in confidence. 


BANKERS 
LIFE INSURANCE 
COMPANY 


OF NEBRASKA 


Home Office Lincoln, Nebraska 
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MUTUAL BENEFIT’S FIGURES 





Some of the High Spots in the Annual 
Statement Bring Out Interesting 
Features 





The Mutual Benefit paid for $233,235,- 
388 in 1929. With additions and revivals 
the amount reaches $236,585,499. The 
new farm loans made last year yielded 
on the average 4.87 percent and the city 
loans 5.44 percent. The increases in 
policy loans last year were about 7,000 
and nearly $10,000,000 in amount in ex- 
cess of the previous year. The greatest 
demand came the week of Oct. 28, last- 
ing until the end of the wéek of Nov. 18. 
The insurance in force is $2,435,012,342, 
gain $109,484,405. The Mutual Benefit 
states that it is necessary to go back to 
1907 to find a similar demand for policy 
loans. The mortality ratio was 55.41. 
The decrease in farm loans last year 
was $2,904,941. The yield on bonds pur- 
chased last year was 4.98 percent, and 
on preferred and guaranteed stocks pur- 
chased 4.81 percent. The insurance ex- 
penses amounted to 82.76 percent of the 
loading. Last year the net rate of inter- 
est earned on the invested assets was 
4.85 percent. 


NATIONAL DEFENSE LIFE 
WILL DEPEND ON MAILS 





WASHINGTON, D. C., March 6.— 
With 25,000 prospects already contacted, 
the National Defense Life has put well 
under way a national mail campaign for 
business which later may be augmented 
by agency effort. So far the company 
has secured a license only in the Dis- 
trict of Columbia, but present plans con- 
template extension of the agency system 
in the future although, for the present, 
insurance will be sold outside the Dis- 
trict by mail only. Griffith R. Allen is 
the life insurance man, being general 
manager, and all plans for future expan- 
sion are being made under his guidance. 

Officers deny that insurance will be 
limited to army and navy men, declaring 
that any insurable person will be cov- 
ered. The mail campaign, however, is 
being confined at present to selected lists 
of names from which it is believed re- 
sults will be better than from a general 
canvass of all names in the city direc- 
tories. 


NORTHWESTERN NATIONAL 
LIFE HAD BIG FEBRUARY 





The Northwestern National Life con- 
cluded the biggest February in its his- 
tory with new business totalling $6,720,- 
438, an increase of more than 14 percent 
over new business for the same month 
a year ago, which formerly held the rec- 
ord for February. The White & Odell 
Agency, state agents for Minnesota, was 
the largest producing agency for the 
month. Cravens, Dargan & Co. of 
Houston, Tex., in a whirlwind finish 
were second, nosing out the Truman H. 
Cummings agency of Detroit and the 
Hugh B. Keck agency of Chicago, 
which had been staging a race for sec- 
ond position. A remarkable feature of 
the month was a general improvement 
in the production of the smaller agencies. 





Hawley Promotes Beacon Life 


Organization of the Beacon Life of 
Tulsa, Okla., by a group of local busi- 
ness men has been announced by Dr. S. 
DeZell Hawley, well known-in life in- 
surance circles. Those associated with 
Dr. Hawley in the new company include 
C. A. Mayo, owner of large business 
interests there; R. Otis McClintock, 
president, and A. E. Bradshaw, vice- 
president of the First National Bank 
and Trust Co.; H. C. Tyrrell, wealthy 
oil man; W. A. Vandever, president of 
Vandever’s department store; George 





W. Snedden, vice-president Western (jj 
Corporation. The company is to be cap- 
italized at $500,000. 

Dr. Hawley was one of the organiz 
ers of the Atlas Life of Tulsa and for 
many years vice-president and medical 
director of that company. 





American Bankers 

The American Bankers of Chicago in 
its new statement shows assets $5,300,- 
933, capital $250,000, net surplus $143,- 
975. Its assets increased $401,344 and 
its surplus $25,815. Its life insurance 
in force is $38,013,000, gain $1,602,971, 
Its premiums were $2,342,885, gain $85,- 
709. The excess of income over dis- 
bursements was $426,738. The company 
shows substantial gains in its operations, 





Examine Travelers Companies 


The regular quadrennial examination 
by the Connecticut department of the 
three Travelers companies, the Travel- 
ers, Travelers Indemnity and Travelers 
Fire, has just been completed. The 
companies are declared to be in a sound 
financial condition, resulting from 
healthy and conservative growth. The 
examination of the three companies was 
made concurrently and covers the four- 
year period ending Dec. 31, 1928. 





Midland Life 


A president’s month campaign con- 
ducted by the Midland Life of Kansas 
City in February resulted in the largest 
month in the history of the company. 
Issued and paid-for business amounted 
to $1,590,000, the former record having 
been $1,450,000. Daniel Boone, presi- 
dent, returned Monday from a month's 
stay in California. 





Plans New Louisville Companies 


W. B. Stanfield, president of Bank & 
Insurance Shares, Louisville, who is or- 
ganizing the Daniel Boone Life and 
Daniel Boone Casualty, reports that he 
hopes to be in position to begin ac- 
tively writing business within 60 or 90 
days. Articles of incorporation for both 
companies have been drawn up and 
signed. Each will have $1,000,000 capital. 
Mr. Stanfield stated that the two com- 
panies will write virtually all lines 
other than fire and surety bonds. Mr. 
Stanfield for a number of years was 
treasurer of the Inter-Southern Life of 
Louisville, leaving that company Nov 
1 to establish his own companies. 





Bankers Credit Life 


The Bankers Credit Life of Birming- 
ham had $9,000,000 insurance in force 
at the end of 1929 of which approx 
mately $2,500,000 was written last year. 
Assets increased in 1929 from $220.31 
to $798,376. 


United Honors Hogan 


The United of Chicago holds 
niversary one week in February of eaci 
year in honor of President O 
gan’s entry into the insurance )usinc 
The week of Feb. 24 was set as ce t 
year for this special occasion tn 
tesults were that the agency ! 
duced $4,037 of industrial pre 
made an increase of $2,519, wh 
ting a record, the company be! 
212 agents. 

The Detroit district with 42 5” 
produced $944 of business and ™ 
$550 of increase. It had two spe® 
salesmen, Chambers and Dukes, Ww” 
each sold $104 in premiums for the © 
week. 


The company recently increased ! “ 
capital to $300,000, permitting g it ‘ 
write health and accident as well as 


insurance under the same Seco b 
expects to collect over $4,000,000 in P 
mium income this year. 
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Tells I mportant Points 


in Making Policy Loans 





In view of the growing tendency to use life insurance policies for credit pur- 
poses, it has been suggested that an explanation of some of the problems which 
occur in connection with the assignment of policies as collateral would be helpful. 
Four factors determine the adequacy of a life insurance policy as collateral, accord- 
ing to the Connecticut Mutual. They are: 1, the amount of cash that can be real- 
ied from the collateral; 2, whether good title can be conveyed to the lender; 
3, what precautions the lender must take to make certain that the policy will not 
decrease in value; and, 4, whether it can readily be converted into cash when the 


debt matures. 

“If the policy is the only collateral 
which is put up, the amount of the loan 
; usually limited to the sum of the cash 
value and the accumulated dividends, 
and the policy is either made absolutely 
ayable to the lender or is assigned to 
im,” the company explains. “If, how- 
ewer, the loan is secured by collateral 
ther than the policy, and the insurance 
staken out to provide funds to pay the 
jaan only in event of the death of the 
borrower so that in that event the col- 
ateral may be undisturbed, the loan 
may equal the face of the policy. 

“This plan is particularly desirable in 
the case of a close corporation where 
the value of the stock would be mate- 
rally affected by the death of a stock- 
holder. The loan may also equal the 
iace of the policy in the case in which 
notes are unsecured by collateral, but 
carry one or more endorsers, and in 
which there is a definite plan for repay- 
nent by regular installments. If the 
amount of the loan is equal to the face 
of the policy and there is no other col- 
lateral, it should be clearly understood 
that in the average case the creditor will 
fnd himself practically unsecured. 


Payment of Premiums 


“When a policy is assigned, some ar- 
rangement should be made for the pay- 
ment of future premiums. Usually an 
assignee will wish to keep the policy 
in force if the insured fails to pay the 
remiums, and in that case it is essential 
that the note evidencing the debt make 
some provision for increasing the debt 
0 cover the amount of any premiums 

vaid by the assignee. 
“If there is no other collateral than 
the policy, it should be transferred to 
the lender by an absolute, irrevocable 
assignment by all parties who have an 
terest in the policy. There have been 
many decisions in the courts on the 
question of the title of an assignee of 
insurance policy. In some jurisdic- 
ns, the rule is fairly well established 
if the insured has paid the pre- 
mums which create the cash value of 
t and if he has the right to 
beneficiary's interest by a 
ng benefit, an absolute assign- 
by him to a third party cuts off 
eficiary’s right to the death bene- 
letely as such change of bene- 


policy 


nid 


Substance of Usual Rule 


urisdictions, however low 

tule that when a policy ex tly 
method f | the 

i beneficiary's intere ( not b 

pt by a strct compliance 
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most cases, by filing with the insurance 
company a formal request to change the 
benefit and by submitting the policy to 
the company for endorsement. 

“It is very important that the form 
of assignment by which a policy is 
transferred to a lender, be adequate to 
protect his interests. If the insured fails 
to give to the assignee a power of attor- 
ney or a specific authorization to sur- 


| render the policy for cash, the insurance 


| lease by 


| 





company is unable to deal with the as- 
signee without the consent of the in- 
sured in reducing the policy to cash. 

“The most satisfactory form of as- 
signment for collateral purposes will 
contain a power of attorney which gives 
to the assignee absolute control of the 
policy and entitles him to surrender it 
for cash at any time without further re- 
the insured, assuming, of 
course, that the policy is one which has 
a cash value at all times. 


Summarizes Important Points 


“Points to be borne in mind when a 
policy is assigned as collateral are: 1, 
The loan should not be greater than the 
cash value and accumulated dividends 
unless there is other collateral; 2, ar- 
rangement should be made for payment 
of future premiums; 3, the policy should 
be made payable to the insured’s estate 
before the assignment is executed; 
otherwise, all parties having an interest 
in the policy must join in the assign- 
ment; 4, an ‘assignment by the insured 
does not transfer his right to change the 
benefit, and, 5, if the assignee is to con- 
trol the policy, a power of attorney 
should be given him in the assignment 
or in the note evidencing the debt.” 


Cedar Rapids Life Figures 


The annual statement of the Cedar 
Rapids Life shows a satisfactory in- 
crease all along the line, with insur- 
ance in force $22,869,303, net assets of 
$3,860,644, reserves of $3,573,024 and 
surplus to policyholders of $245,870. 

Under the leadership of Col. Charles 
B. Robbins, who is a national figure in 
civic and political life as well as in the 
life insurance field, Vice-president J. G. 
Sigmund and C. B. Svoboda, secretary 
the company has shown a steady and 
consistent growth, both in assets and in 
insurance in force, which has demon- 
strated the soundness of its management 


and the basis on which it has been 
built. 
President Edward D. Duffield of the 


Prudential reached his 59th birthday an- 


vis week. He and Mrs. Duf- 
en route to Bermuda and will 
pend some time at Nassau. 
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LIFE INSURANCE EDITION 











“Life Insurance — 


A Declaration of Financial Independence” 
NATIONAL ASSOCIATION OF LIFE UNDERWRITERS 


LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 





67 YEARS in business. Over 3 Billion 300 Million Out- 
standing Insurance on 4 1-2 Million Policyholders. 


New paid-for insurance in 1929, together with revived and 
increased insurance, $750,926,211, a gain of 15.4 per cent 


on the figures of 1928. 
Payments to Policyholders in 1929, $65,298,505. 
Total such payments in 67 years—over 600 million dollars. 


Dividends declared payable in 1930, $19,020,000, an in- 
crease of $1,400,000 over 1928. 


FINANCIAL SUMMARY, DECEMBER 31, 1929 


TOTAL ASSETS $542,140,977-93 
TOTAL LIABILITIES 
Policy Reserve 
Reserve on Dividends ic 
Policyholders 
All other Liabilities 
SURPLUS FUNDS 


$459,613,281.00 


30,885,181.85 
11,955.113-88 $502,453,576.73 


$ 39,687,401.20 





Unquestionable strength of resources is the rock upon which all real insurance is built. 
A John Hancock policy is as good as any bond. 


For further information, address Inquiry Bureau, 197 Clarendon Street, Boston, Massachusetts. 
































Salesmen 
Increase Your Income! 


Insurance, Stock, Real Estate and 
Bond Salesmen 


can earn from two to five times the money now 
earned by selling our special participating pol- 
icy where the policyholder participates fully in 
the profits of the company along with the stock- 
holders. Previous experience in selling life 


insurance is not necessary. 


If interested write direct to Wilbur Wynant, 
president, 


STATE LIFE OF ILLINOIS 


HOME OFFICE 


332 South Michigan Ave. Chicago 
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The Business Paper Grows Up 


“Tue Business Paper Grows Up,” by 
James H. McGraw, head of the McGraw- 
Hitt PustisnHinc Company, probably the 
largest publishers of business journals in 
the world, is the title of a feature article 

n “Scribner’s Magazine” for March. Any 
one in the insurance business who has fol- 
lowed the growth of THe NationaL Un- 
DERWRITER, one of the leading insurance 
business papers, will appreciate the devel- 
opment that has taken place in the 
business publishing field so far as insur- 
ance is concerned. In fact, the business 
papers are as distinct a branch of pub- 
lishing, and nearly as important, as are 
daily paper or the magazines. 

Tue NATIONAL UNDERWRITER is appre- 
ciative of the broadened spirit of insur- 
ance advertisers and the cordial interest 


and patronage of its readers by which it 
has been enabled to keep pace in the 
insurance field with the progress which 
Mr. McGraw outlines so clearly and in- 
terestingly in his Scribner contribution 
as having taken place in the general field 
of business journalism. It is the purpose 
of the publishers of THe Nationa Un- 
DERWRITER to keep step with all sound busi- 
ness paper development and for this rea- 
son it has for some years been affiliated 
as active members with various publish- 
ing organizations including the AvbIT 
BUREAU OF CIRCULATIONS, the ASSOCIATED 
Business Papers, Inc., and THe Na- 
TIONAL PusLisHerRS Association. Our 
readers who are subscribers to “Scribner’s 
Magazine” would no doubt enjoy looking 
up Mr. McGraw’s well-written article. 


Higher Standard of Ethics 


Dr. Jutius KLEIN, assistant secretary 
of Commerce, in an article in the “Forum” 
refers to the evolution of modern busi- 
ness in which the growth of higher stand- 
ards of ethics can be found. In all organi- 
zations and in all business enterprises 
there are men who disregard their obliga- 
tions. They endeavor to circumvent estab- 
lished rules and practices, the observation 
of which means the advancement of the 
general welfare. 

Dr. KLeIn states that American busi- 
ness has undergone important and radical 
readjustment in recent years. These 
wholesale changes have placed an unusual 
strain on the hitherto untried timbers in 
the ethical structure. He believes that 
experience is demonstrating the accuracy 
of Joun WANAMAKER’S observation that, 


“Money is not made by aiming at money 
but by doing things well.” 

The unlimited use of credit in the pres- 
ent commercial and industrial system is 
based on confidence. Dr. Kietn feels that 
the credit mechanism is a symbol of the 
fundamental integrity of the business 
world. Horse-trading tactics are not in- 
dulged in any more where business trans- 
actions of magnitude are found. Confi- 
dence and mutual regard have evolved 
from the old days of more or less trickery. 
There are many opportunities for fraud 
and deception but as a rule business men 
see the necessity of strict probity in the 
conduct of their affairs. Thus the business 
structure is maintained solidly and in an 
upright. The “caveat emptor” rule no 
longer prevails. 


Babson’s Life Insurance Observations 


Rocer Basson, the statistician, in speak- 
ing of life insurance, declares that re- 
markable as its progress has been he is 
convinced that it will experience a faster 
rate of growth if it can find additional 
ways to reduce costs and increase effi- 
ciency. He calls attention to the fact 
that the high turnover in the agency 
field is a big waste. He believes that 
life insurance executives can well give 
more attention to the sales force, train- 
ing of men and conserving of agents so 
that the agency cost would be reduced. 
Every time an agent is put in the field 
it means a certain investment on the 
part of acompany. If he does not make 


good there is a loss to the company. 

Mr. Basson makes the observation 
that in the selection of agents compa- 
nies are too inclined to take men that 
can easily be secured and who evidently 
are only in the business in a temporary 
way. 

Mr. Basson appreciates the value of 
the well informed agent because he says 
the placing of insurance has become a 
profession. The prospect therefore should 
be in the hands of an experienced and 
honest man who can analyze his needs. 
Only a man who knows how to make a 
diagnosis is fitted to do this important 
work. 








PERSONAL SIDE OF BUSINESS | 











G, L. E. il, who was formerly ! 
president of the National Progressive 
Life of Omaha and recently died, was 
one of the well known men in his state. 
Mistake was made last week in refer- 
ring to the company as the “Omaha Pro- 
gressive Life.” R. W. Moore is now 
oa of the National Progressive 

ife. 


Ed Mays, president of the Continental 
Life of St. Louis, was the guest of 
honor at a luncheon given by the St. 
Louis agency March 1 to celebrate that 
office’s success in February, “Mays 
Month.” Unofficial returns indicate that 
the agency produced more than $750,000 
of new business last month. Special 
prizes for volume and also for number 
of applications were awarded at the 
luncheon. 


J. N. Warfield, president of the Eu- 
reka-Maryland Assurance, has returned 
from a visit to Florida and Cuba. Dur- 
ing Mr. Warfield’s absence the home of- 
fice had a one-day ordinary effort, the 
results of which will be presented to 
him by Thomas J. Mohan, field man- 
ager. 


John L. Brahmer, | president of the La 
Crosse Life Underwriters association, 
and for the past 16 years one of the best 
known life men in southwestern Wiscon- 
sin, died at a hospital there after an ap- 
pendicitis operation. Mr. Brahmer was 
special agent for the New York Life 
in the La Crosse district. 


Sidney C. Tweed, president and man- 
aging director of the Ontario Equitable 
Life & Accident, Waterloo, was elected 
a member of the Ontario legislature in 
the 1929 election, and has been assigned 
the role of financial critic in the Liberal 
opposition. He will have an important 
part in the budget debate. 


G. Holmer, general agent in 
Paul for the State Mutual o 2 
setts, has been reelected president of 
the St. Paul chapter, Knights of the 
Round Table. 


J. Henry Johnson, Oklahoma City 
general agent of the National Life of 
Vermont, was guest of honor at a lunch- 
eon given by a group of general agents 
in honor of Mr. Johnson’s 25th anniver- 
sary in his position. Mr. Johnson en- 
tered the life insurance business at Ard- 
more, Okla. Among the speakers of- 
fering congratulations at the luncheon 
were J. O. Mattison, general agent for 
the State Life of Indianapolis, and O. 
F. Wilson, retired general agent for the 
Aetna Life, who with Mr. Johnson were 
among the originators of the Oklahoma 
Life Underwriters Association. Other 
speakers included L. C. Mersfelder, now 
president of the association; George E. 
Mackey and C. C. Day, past presidents. 


O. P. Goucher, who retired as branch 
manager for the Manufacturers Life at 
Halifax’ the first of the year, and who 
has been minister without portfolio in 
the Nova Scotia government since 1928, 
has now been made minister of natural 
resources. 


George L. Frewen, secretary and di- 
rector of the Farmers Life of Denver 
and prominent in Denver business cir- 
cles, died the past week at his home in 
Denver. He was associated with the 
Farmers Life for 18 years. 


Frederick A. Wallis of Bourbon, Ky., 
credited with seeking the Democratic 
nomination for governor of that State, 
has long been a prominent figure in life 
circles. After some years spent as a 
representative in Kentucky for the 
Northwestern Mutual Life, he removed 
to New York City to become general 
agent for the Home Life. So highly 
did Charles E. Hughes, when gover- 





nor of New York think of Mr. Wallis’ 


ability and integrity that he offered him 
the insurance superintendency, a post 
Mr. Wallis declined, preferring active 
field work. Shortly thereafter he became 
metropolitan general agent of the Fi- 
delity Mutual Life, at the same time 
taking office as deputy police commis- 
sioner, Still later he was named by 
President Wilson as immigration com- 
missioner at the port of New York. A 
clear and logical thinker, and an easy 
and convincing public speaker, Mr. W al- 
lis has made a success in every effort in 
which he engaged, and should he be 
elected governor of Kentucky its citi- 
zens would be efficiently served. 


Vice-President H. H. Armstrong of 
the Travelers has completed 25 years 
of service with the company. He joined 
the Travelers as a special agent of the 
liability department in St. Louis. Be- 
fore he was called to the home office as 
agency assistant in the life and accident 
departments in 1908, he had been special 
agent in the liability department in In- 
dianapolis, and then casualty manager in 
that state for two years. 

In 1911 Mr, Armstrong was appointed 
assistant superintendent of agencies, life, 
accident and group departments, and in 
1924 he was made superintendent of 
agencies. Three years later he became 
vice-president. 

Sam Heavenrich, for many years a 
million dollar life insurance producer 
and prominent in the civic and business 
life of Detroit, died there last week at 
the age of 91. He had been a resident 
of that city since 1853. He had been 
active in the business up until a few 
weeks ago and for five years or more 
prior to that time had been producing a 
million a year for the Northwester 
Mutual Life. 

A. Simonpietri has arranged to repre- 
sent the Central States Life in Porto 
Rico and has sent in his first application 
to the home office in St. Louis for $10,- 
000. 


Bush W. Allin, insurance commis 
sioner of Kentucky and president of the 

Mercer National Bank of Harrodsburg 
Ky., has been elected president of the 
First Mercer National Bank, a merger 
of the First National and Mercer Ne- 
tional. The building of the Mercer Na 
tional will be the home of the joint or- 
ganization. 

—_— 

Frank H. Davis, general agent of the 
Penn Mutual Life in Denver, is general 
chairman of the membership drive com- 
mittee of the Denver chamber of com- 
merce. 


E. C. Stradley, new manager of the 
Home Life of New York Cleveland o- 
fice, has appointed a noted football hs 
Robert A. Nash, a salesman. Mr. N 
was an all-American end on Rutgers in 
1915-16 and has played with the New 
York Giants and Akron professiona 
teams since. 

A March sales campaign is bein 
ducted by the Kansas City Life among 
its agents in honor of the 59th birth 
day of President J. B. Reynolds. 


g con- 


C. A. Craig, president of the Nationa 
Life & Accident, was recently appoint 
chairman of a committee to make 
study of the facilities there with 
view of submitting recommendations [0° 
a new federal building for Nashville 
Other well known insurance men sét 


ing on the committee with Mr. Craé 
are James FE. Caldwell and Rose 
Caldwell. 


—_— 


James Ear! Barnes, first son 0! Frank 
L. Barnes, vice- -president of the oo 
dent Life & Accident, was born »¥ 
day in the Erlanger Hospital at Chatte 
nooga, Tenn. 
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LIFE AGENCY CHANGES 











WADDLE AGENCY IS NAMED 
Becomes Home Office General Agent 
for Great Republic Life in 
Los Angeles 


M. M. Waddle & Son become home 
the Great 


ofice general agents of 

Republic Life in charge of southern 
California, with offices in 1307 Great 
Republic Life building, Los Angeles. 


The firm members are M. M. Waddle 
and his son Eugene. Mr. Waddle, 
senior, for five years has been general 
agent in southern California and the 
San Joaquin valley for the ordinary de- 
partment of the American National of 
Galveston, his agency standing among 
the first five leaders and having a re- 
newal record of 90 percent. He for- 
merly represented the Occidental Life, 
both as a leading personal producer and 
as general agent. Eugene, since leaving 
Pomona College in 1926 was associated 
with his father for a time as agency 
cashier, and variously has been field 
auditor for the American National at 
the home office covering 28 states, and 
assistant to the agency manager of the 
American National at Galveston. He 
recently has returned to association with 
his father. 

William Waddle, brother of M. 
Waddle, formerly with the Occidental 
Life, is connected with the new agency 
as supervisor. The agency firm has ap- 
pointed Calvin A. Emery as agency su- 


pervisor, which position he has held 
heretofore with the Great Republic. 
William L. Bingman becomes man- 


ager of the Los Angeles city depart- 
ment of the home office agency. He 
was formerly general agent for the 
Minnesota Mutual. 


MAKES THREE APPOINTMENTS | & Dart 
| & Darby. 


Manhattan Life Names Two General | 


Agents and Branch Manager 
in Central Territory 


_ Three managerial appointments have 
een made by the Manhattan Life of 
New York City. Lee G. Edwards of St. 
Louis has been appointed general agent 
lor southern Illinois and eastern Mis- 
souri, with headquarters in 310 Chemical 
milding, St. Louis. Mr. Edwards was 
connected with the Graham Paper Com- 
pany of St. Louis for eight years, re- 
cently as sales manager. Previously for 
several years he had life insurance ex- 
perience with the State Life of Indian- 
apolis in Houston, Tex. 

Eugene S. Howard of Louisville be- 
comes general agent in Kentucky with 


neadquarters in 407 Starks building, 
Lou +11 ; 
-ousville. Mr. Howard was a public 
Accountant for several years and for- 


merly was assistant secretary of the 
“oulsville Trust Company. 

Karl R. Eaton, manager of the Kan- 
sas City office in room 443 Lathrop 
vuilding, has been appointed branch 
nanager consequent on the company’s 
‘anging that office to a branch. This 
oice covers western Missouri and all 
\ansas territory. 


Equitable Appointments 


_ Three agency group supervisors have 
Van, tPpointed by the Equitable of New 
Rok: They are R. W. Pumpelly, in the 
- €nstein agency, New York City; J. 
‘fan Maphis, in the S. Bethune 
eneys W ashington, D. C., and Roddey 
lie” in the C. C, Hazell agency, Ra- 
os, C. Messrs. Pumpelly and 
“~“Phis €ach wrote more than $1,000,000 
ne last year and were large ordinary 
with “ag as well. Mr, Gettys has been 
den the Equitable since 1909 as a con- 
the Mt producer, has been a member of 
made 2000 club three times and also 
“ade the $150,000 club. 


M. | 








BLAKE GOES TO HOME OFFICE 





Philadelphia General Agent of Massa- 
chusetts Mutual Made Manager 
of Field Service 





James M. Blake, Philadelphia general 
agent for the Massachusetts Mutual 
Life, has been called to the home office 
of that company as manager of the field 
service department. 

In accepting the new post, Mr. Blake 
resigned as president of the Pennsyl- 
vania State Association of Life Under- 
writers, member of the executive com- 
mittee of the National Association of 
Life Underwriters and secretary-treas- 
urer of the Massachusetts Mutual Gen- 
eral Agents Association. 

At a farewell dinner to Mr. Blake 40 
general agents of Philadelphia in addi- 


tion to members of the Blake & 
Darby Agency of the Massachusetts 
Mutual were in attendance. Addresses 


were made by J. Mortimer Darby, Mr. 
Blake’s partner in the agency; Thomas 
M. Scott, president of the Philadelphia 
Association of Life Underwriters; J. 
Renwick Montgomery, Berkshire Life; 
D. Donley, Travelers, and Vice-Presi- 
dent Joseph C. Behan of the Massachu- 
setts Mutual. Edwin R. White of the 
Robins & Simons agency of the Home 
Life of New York was toastmaster. 
Mr. Blake started in the life business 
25 years ago as an agent with the Co- 
lumbian National in Baltimore, becoming 
in a few years manager of the Baltimore 
office. He then became an agent with 
the Massachusetts Mutual in Baltimore, 
remaining there until Jan. 1, 1914, when 
he went to Philadelphia with John F. 
Davies to become general agent for the 
Massachusetts Mutual. In 1918 Mr. 
Davies returned to Baltimore and J. 
Mortimer Darby joined Mr. Blake as 
general agent under the name of Blake 





James A. Logan 


James S. Logan has been appoinied 
general agent at Los Angeles for the 
Hamilton National Life, with offices at 
404-406 Spring Arcade building. Mr. 
Logan has represented at various times 
the Sun Life of Canada, Pacific Mutual 
Life, International Life and Missouri 
State Life. 





Frederick A. Jones & Sons 

Frederick A. Jones & Sons have been 
appointed agency managers for the Los 
Angeles office of the National Life of 
U. S. A. with headquarters at 602 Rives- 
Strong building. Mr. Jones, Sr., has re- 
cently been a member of the firm of 
Wolfe, Steffelin & Co., Chicago general 
agents, and has a record of several years 
as a leading producer. One of his sons 
will join him immediately in the man- 
agement of the agency and two others 
are expected to enter the agency firm 
shortly. 


— ee 


A. T. Wooley 


A. T. Wooley, assistant manager of 
the Travelers life department in Cleve- 
land for seven years, has been made 
manager of the Reading, Pa., life de- 
partment. Mr. Wooley was chairman 
of the supervisors group of the Cleve- 
land Life Underwriters Association. 





E. J. Montague 


E. J. Montague, for six years director 
of field service for the Business Men’s 
Assurance of Kansas City, and for the 
past three years sales manager for that 
company in its Kansas City territory, 
has gone to Dallas, Tex., to become 
manager for Dallas county for the O. 
Sam Cummings agency, state manager 
for Texas for the Kansas City Life. Mr. 
Montague has conducted life insurance 
sales schools throughout the country for 
the Business Men’s Assurance and as a 
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Enthusiasm— 


(Advertisement 11 of a series) 


Much of the success of ancient gladiator armies 
as well as modern day organizations depended 
upon the enthusiasm of its personnel. Enthusiasm 
will carry an object to completion when all other 
factors fail. 


Since 1902 when the Shield Men of the National 
Life and Accident enthusiastically started on 
their first million, this feature has always been 
noticeable in representatives of this organization. 
Shield Men have always received enthusiastic 
help from the home office—everyone is working 
for the same ultimate good and with this spirit of 
enthusiasm present the National Life and Acci- 
dent has overcome all obstacles and has reached 
its dominant position. Today the slogan “We 
Shield Millions” is nationally known. 


These enthusiastic representatives find it worth- 
while to wear the Shield button. 






It pays to be a Shield Man! 


NATIONAL 
LIFE AND 


ACCIDENT 
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INCORPORATES 


SHIELDS 






TUNE IN 
ON w.S.M. 
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TENNESSEE 
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member of the faculty of the Charles | is the new general agent there. Orlice Jf ——— 
J. Rockwell school. Prior to entering | are in room 1715 Harris Trust building 

the life insurance business nine years} Mr. Marquis has been with the | 
ago he was a member of the faculty of | dent in Chicago for approximately 
Kansas State Agricultural College. years, leaving the advertising busines; 
to become a personal producer and pay- 

ing for m« tt than $500,000 in his firs GRANL 


Walter L. Seabrook eee 
Walter L. Seabrook has been ap- | — Office T 


BE A BRICK pointed general agent for the National A. E. Wilder Aw: 
Life of Vermont in Buffalo, succeeding ur? is 
Howard A. Vidal, who resigned. Mr. A. E. Wilder, agency enmget at Lip. 
Seabrook has been with the Penn Mu-| coln, Neb., for the Equitable ad 
tual, in charge of production in Buffalo Iowa, has been made state manag 
territory, and prior to that was with the will move to _Omaha, which is t to the 1 
Travelers. Earlier business training was headquarters following a consolidati sens of 


sales force of Procter & Gam- | of the offices at Hastings, Lincol 


Aristotle describes the happy man as angele ge = the Y. M. C. A. He has| Omaha. C. I. Hart, who_has be by “ 7 ; 


m> 


a 





] 








“ d f | | had an excellent record i Penn —— at the — city, will retire from the presi 
- A Mutual. ife insurance and operate a farm | nya & 
our-cornere 9 per ect y rectangu ar — , owns near Gillett Grove, Ia. te “fs 
« ¥ Harry D. Peter re ing the 
man. ° s ote Walter L. Bell a year. 
Henry J. Powell of Louisville, general ’ : ‘Span 
agent for the Equitable Life of New| Walter L. Bell has been appointe/ St “te di 
York for Kentucky, southern Indiana | Kansas City, Mo., branch manager bg * I; di 
and southern Ohio, has appointed Harry the Connecticut General. . Frank x , 
ome D. Peter assistant manager with head- Masden has resigned and will devote a a a 
Hence the custom of hailing a man who __ | quarters at Cincinnati, succeeding to the | his time to personal production. campy 4 
: . vacancy caused by the recent death of Mr. Bell is a native of Norwalk, 0 won Me 
lives decently and does his duty as “a | John M. Mulford. Mr. Peters was re-| and a graduate of Denison Universi goon citi 
° . cently transferred from Dayton, O., to He has had experience both In lie fi and Cr ae L 
brick 9 Cincinnati, to become assistant under | agency management in Providence. R wo ae 
‘ Mr. Mulford. l., and Camden, N. . 
G. H. Poulsen R. G. Mimms, C. S. Chambers Evans 
. G. H. Poulsen has bee inted R. G. Mimms, formerly cashier, hag (tcago | 
Part of the program of such a man—an emiilh Piney ee ety haem ee eo been mate eometene mannan the Tor am, hae 
. : ee South Bend, Ind. The appointment was | ©"to branch of the Imperial Lite. Wig te «Amer 
important part—is his insistence that | eieeted by Frank Woodbury, junior | A- Peace is head of the branch. Colaff assistant 
“ 7 S. Chambers, from the head office, suc When th 


vice-president, and F. D. Cummings, 


his life be insured to the limit of his re- eastern supervisor, on an eastern trip. ceeds Mr. Mimms with the title ¢ aio he 


Mr. Poulsen is 24 and for three years branch secretary. 







































































; a tive of Cl 
sources. has conducted a _ general insurance . sete 
agency at South Bend which is to be G. C. Burbidge as 
merged with his own business. An older Geoffrey C. Burbidge of Montreal ha 
brother will assist him in the organiza- | just been appointed manager of ¢ Bi 
tion. Aetna Life’s Montreal general agenc Edwin 
succeeding Bruce H. Curry, who haf local age 
That makes for HAPPINESS A. W. Mason been manager at Montreal the past yee pointed 
A. W. Mason, formerly secretary of aig ny 2 ane _ — — i ae ol “ 
the American Old Line Life of Neb-| j;<°° Datos wane. Mtn Aft B pees Ne sept 
raska, has been made divisional man- hor af ames a tt ‘ mien fi Id ‘a s will h 
ager for the office in Omaha of the soned life “shoe ncaie th ae kj  eane al ioaiee 1 
American Old Line Life of Chicago, a the Canad ‘Life In. sone, ne tenn epee » 
merger of the Calumet National Life of acaniadiae i ~ ag North , Rey eed will 
Chicago and the American Old Line of | - veh 2 ee Se — merly 
N > at Windsor, Ont., was transferred # 
Nebraska. ; 7 
manager to Ottawa in 1927, and in 19% Far: 
: . = . became manager at Montreal. The Il 
= tewart D. Marquis —_— me itl 
a ‘ : = . 4 ; meeting: ; 
, + ! { rg r ry 4 The expansion program of the Provi- Charles S. Whitfield advisabit . 
Thus we Cp: (us ) u e Il la dent Mutual, which has resulted in three Charles S. Whitfield, formerly low fi ance cove 
s fRENGTH OF | c general agencies at New York and two | state manager of the Internatio nal Lif ployes. A; 
AIBBALTAR Dyn Insurance Com pany of America in Philadelphia, caused the opening of | has been appointed general agent for the Wi lliams « 
A L ull, a second general agency in Chicago | Pilot Life with headquarters in the Sta of the Cor 
P March 1. Stewart D. Marquis, agency | Bank building at Orlando, Fla Ta 1 : 
F _V. s, J @ é fa. 4 ur to 
EDWARD D. DUFFIELD, President supervisor under General Agent Leon-| Bolt has been appointed agent at Sat — of 
ard Ellsworth in Chicago for four years, | ford, Fla. 
Home Office - Newark, New Jersey Cluft 
: —- —_ 
| Walter | 
_ EASTERN STATES ACTIVITIES the Kansa 
’ a } lour-day ; 
} agency est 
ROCHESTER RISE 23 PERCENT | the home office was represented by J.°g% '™son j 
———— Ireland, superintendent of  agencit 
Pateaiatie January Sales Considerably Raised by | Charles H. Heyl, inspector of agents Sprin 
ans. fe |and Dr. T. W. Keown, chief med 
Duality Rate Boost—Buffalo Pro- | examiner at the local office. Howat \ one-da 
Go Into Business with - duction Suffers Slump | W. Jackson, former mayor of Baltimor managers 
Us on the and members of the agency force als eae it 
Bee > ? 2 ger of t Springfield 
TRIC In January, 27 life insurance offices | SPOKe. Carl F. New, manager 0 of Nes 
PARTNERSHIP reported ordinary life insurance sales of Baltimore office, was toastmaster. The ras ly | 
BASIS $6,088,362 in the Rochester, N. Y., dis- | WeTe about 90 present. aie 
trict, a 23 percent advance over January, | 
1929, and 28 percent over January, 1928. Group Policy for Shipping Compa W. Cc 
Life Health Accident F inteen reported increases as compared | A group life policy for appr xim iat Warren ( 
with January, 1929, and five offices | $1,300,000 has been written by the > “leveland | 
STANDARD equaled that level. Ernest B. Houghton, | Life of Canada on the 19 ships and ¢ the group , 
SUB-STANDARD president of the Rochester Life Under- | employes of the Merchants & Minets He Was fo 
SUPER-STANDARD writers Association, believes business | Transportation Company of Baltimor a the Det 
has been stimulated because companies | covering all employes who are Was located 
will increase the rates on disability in- | weekly or monthly pay basis. William. ; 
Onto - Inprana - Micuican - Kentucky - PENNSYLVANIA surance in the near future. Cockey, special representative of the >” M.c 
West Vircinia - Texas - OKLAHOMA - CALIFORNIA - ILLINOIS - Iowa Buffalo sales of new ordinary life in- | Life in Baltimore, closed the co! tra Mc 7 
: : surance aggregated $9,254,423, a 4 per- _— wediy FL 
Tell it all in first letter cent decline from January, 1929, and a Sun Meeting in Pittsburgh —— Life 
33 percent i ase OV ary, 192 —— 
THE OHIO STATE LIFE INSURANCE | gk Steed aprncy coverinn a 2s 2 
— . the Sun Life o anada, spol eae Vocational » 
COMPANY—Columbus, Ohio Sun Life's Baltimore Banavet __| banquet of the Pittsburgh branch. [I pierre 
2 At the agency banquet of the Balti- | stressed the advantage of com :mon sto f Huttin 
may 























more branch of the Sun Life of Canada, ! investments. from The 
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Ices 
_ CENTRAL ‘WESTERN STATES IN THE MISSOURI VALLEY 
nes \ — 
“@ GRAND RAPIDS WINS HONORS | vitation of General Agent F. C. Zart at! ELLIOT VISITS KANSAS CITY] general counsel and manager of the 
Cincinnati addressed the men as a fore- American Life Convention. Officials of 
Office There Gets Two of Three Chief | "usner of a special drive for new busi-| Officials of Life Companies There Hosts | tie eee Oe, Ss Sones See ee 
Awards Offered to Producers le. feet ted sseadiaiall @ ‘ities yo al to American Life Convention ™ ator Fidel “sy Life poem 
of Crown Life | record. Last October he went to Chi- General Manager ty The management of Kansas City 
: enor. | cago for General Agent W hatley to help ies companies is among the most progres- 
Iwo of the three chief awards offered | to write a million dollars in a week. KANSAS CITY, MO., March 6.— | sive and the companies themselves are 
best producers among the divi- | During “Thornton effort” in Cincinnati} Kansas City’s life apeae, known | all in excellent shape,” Judge Elliot 
ions of the Crown Life went to the | 122 applications and $1,084,450 insurance | as the “happy family,” played host to] said. “Kansas City is fast becoming a 
Grand Rapids, Mich., division_on the | were received. | a luncheon in honor of Byron K. Elliot, | major life insurance center, and it will 
asis Of 1929 business. The office won - ‘ 
the president’s cup, offered by the com- 
pany’s head, Sir Robert Borden, pre- | 
f Canada, to the division produc- 
ing the largest amount of business for 
a year. It also was awarded the Michi- | 
: gan cup, which goes to the best United | 
. States division. 
In addition, the Grand Rapids divi- | 
‘s lapse ratio was the lowest for the 
mpany’s entire organization, which 
. of Won a first prize for B. E, Fenema, sec- | 
“i retary of the Grand Rapids division, in | 9 
v competition with the secretaries of other 
. . Crown Life divisions. A N ty ‘ . ] j : R ( ( D | 
Takes U. S. Life Agency | . 
8 Evans Henry Hanson, who yg weed 
r. has Chicago manager for the United States 
e Tory Life, has had 13 years’ experience with “Your Will” is the subject of 50,000 times this scene was 
.. Wg the American Bankers and was recently | : 
Colin assistant secretary and agency manager. the booklet offered to 250,000 repeated. 50,000 policyholders 
> sur When the executive office was moved | : 
tle dig from Chic ago to aoeeee, De Union Central policyholders in a contemplated the purchase of ad- 
went to that city r. Hanson is a na- | 
tive of ( 0 ago and ok a wide acquaint- recent circularization campaign. ditional protection. 50,000 leads 
nee in the community 
’ 50,000 indicated their interest in were developed almost over night. 
ry Besser Agency Expands . 
i si a er estate matters by asking for the 
genc Edwin E. Besser, Jr., Inc., Chicago 
o haf local agency, has recently been ap- booklet The number of leads secured 
t yea pointed general agent for the Detroit | F = P . 
} Mon Life of Detroit. The agency is establish- | from this campaign 1s more than 
ars OM ing a separate life insurance department E 
. num and will have an experienced life man in The booklet made no attempt twice as large as the number se- 
he ef charge. It has just moved to larger | ° ° . . ied . 
4 wi quarters at 166 West Jackson boulevard to instruct the layman in the in- cured during a similar campaign 
yecame # and will occupy about twice the space ° ° ° ° A A 
n Lik lormerly ened. ; ; tricacies of will making, but as he in 1928. And the direct result of 
red a —_—_—__— . > . . 
in 198 Farmers Discuss Insurance read, he was led to analy ze his fi- last year s campaign was five mil- 
The Illinois Agricultural Association nancial status carefully. As each lions in new business. With such 
meeting at East St. Louis discussed the ? ‘ 
advisability of farmers purchasing insur- page was turned, he found that a tremendous increase in number 
Tow ance overing accidents to their em- a 
I Lit ploves, Amene the apeshers was L. A. the very plans he had made for of leads, new business secured 
tor Williams of Chicago, executive manager | . . e ° 
e Sutff of the Country Life. The farmers were | the future were being discussed. from this source may reasonably 
« urged to interest themselves in various ° ° 
it Sar forms of insurance. The fact that only life insurance be expected to double the amount 
on Chl Contacte Ager Seine could achieve these ends was reached last year—another home 
Walter Cluff, educational director of | brought home to him emphat- office service which swells the 
the Kansas City Life, will conduct a | r a ey . 
lm four-day agency school in the new ically. A new need for life insur- commission account of the Union 
J agency established under Manager J. J. . i 
7 eo Detroit. ance protection was uncovered. Central agent. 
Springfield Agency to Meet 
\ one-day sales convention of district 
timer , an and leading producers from THE UNION CENTRAL LIFE INSURANCE CO. 
ce € 41 Illinois counties comprising the 
0 “prngfield district of the Mutual Life FOUNDED 1867 CINCINNATI, OHIO Jesse R. CLARK, JR., PRES. 
I “ New \ rk will be held March 8 under 
rection John L. Taylor, manager. 
pany W. C. Johnson to Cleveland 
sat Warren C. Johnson has been appointed | COMRADO——ILLINOIS——— INDIANA IOWA KANSAS———KENTUCK Y—— MICHIGAN MINNESOTA ——MISSOURI 
Se Cleveland home office representative of | eé + 
poe Ht group « lepartment of the Prudential. | s IN D E P E N D E N Cc E F 0 R D E P E N D E N T Ss 
aM at eyormerly_in the same capacity | 3 Request details for our remunerative contracts for 
: aa .* Detroit office and prior to that z = 
on “4S located at — @ Ss he 
liam it the Columbus office. 3 AGENCY MANAGERS FOR : 
i 6 C. Thornton’s Good Work PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO 
“. C. Thornton, district agent of the ° . P s 
' Aetna Life at New Albany, Ind, ol meh You will benefit by our special attention now to these States e 
dent The ae 2 
the ~~ , Prin ples f la ; ing th 
Soh Sure aiescourgs g/d SECURITY LIFE INSURANCE COMPANY OF AMERICA ° 
pO € are care 4 ai i - : 
8 ey Huttinger's ot ly “explaine Law | | O. W. JOHNSON, President 134 North La Salle Street, Chicago S. W. GOSS, Vice-President 
ro nship.” *rice, $2.50. Ord 
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You Can Answer 
An Age-Old Problem 


For centuries workmen tried in vain to get 
protection against the money loss sickness 
causes. 


Not until the group idea was developed to 
cover disability was there any practical answer 
to this age-old problem. 


Have the employees of your clients been given 
a chance to buy this long looked for protection ? 
They will gladly pay for it. 


Prospectus on request. 


Connecticut General 


Life Insurance Company 
Hartford, Conn 


Over a Billion in Force 























INSURANCE STOCKS 


Bought—Sold—Quoted 


A 
P. W. CHAPMAN & C0, INC. 


Insurance Stock Department 
115 W. Adams St. 42 Cedar Street 
CHICAGO NEW YORK” 











not be long before people who think of 
the city will think of life insurance.” 


Chambers in Charge 


W. B. Chambers, vice-president of the 
Bankers National Life of Jersey City, 
has gone to Kansas City to manage the 
western branch at that city, following 
the resignation of William McCallum, 
vice-president and _ superintendent of 
agencies at Kansas City, to go with the 
National Reserve Life. Mr. Chambers 
was formerly vice-president and manager 
of the Bankers National of Kansas City, 
having been with that organization since 
its organization, and going to the Jersey 
City home office on the merger with the 
central company. He will temporarily 
manage the Kansas City office, until the 
permanent plans for the west are 
worked out. 


Stone’s Territory Expanded 


Ames and vicinity in Story county 
have been added to the territory of Carl 
E. Stone, Nevada, Ia., general agent for 
the Equitable Life of lowa. Mr. Stone’s 
brother, Harve Stone of Kansas City, 
is joining him to develop the new Ames 
territory. 


Lacy Addresses Western Mutual 
Meeting 


O. J. Lacy, vice-president of the Min- 
nesota Mutual Life, addressed the an- 
nual meeting of the Western Mutual 
Life at Fargo, N. D. last week. He 








predicted a remarkable growth for North 
Dakota in the next 15 or 20 years. Mr 
Lacy said the growth shown by the 
Western Mutual Life, which starteg 
business in 1928, up to the present was 
indicative of general progress in a4lj 
fields of industry and business. 


Broleen & Brake Hold Meeting 


Fifty northwestern Iowa agents for 
the Provident Mutual Life attended the 
annual sales conference conducted by 
Broleen & Brake, general agents of 
Sioux City. Charles Tushingham, edy. 
cational supervisor from the home office, 
spoke. 


Seltzer Agency Convenes 


Iowa agents of the Aetna Life attended 
an annual agency conference in Des 
Moines last week as guests of Martin L 
Seltzer, general agent. Mr. Seltzer pre. 
sented several medallions to high pro. 
ducers who made or exceeded their 
quotas during the final quarter of 1929 
Those receiving them were Charles H 
Greeley, Waterloo; Howard C. Burleson 
Cedar Rapids; J. O. Jensvold, Des Moines 
M. M. Thompson, Cedar Rapids an 
George Hughes, Des Moines. James P 
Mulqueen of Cedar Rapids won the prize 
for bringing the largest application to 
the conference. 

Clifford Depuy, publisher of the “Un- 
derwriters teview,” acted as _ toast- 
master. John Hynes, special agent at 
Davenport, and Commissioner Ray 
Yenter of Iowa were the principal speak- 
ers on the evening program. 








| IN THE SOUTH AND SOUTHWEST 














LOUISIANA AGENCY MEETS 


—_—~ 


Mutual Life of New York Holds Con- 
vention in New Orleans With 
150 in Attendance 


About 150 Louisiana agents of the 
Mutual Life of New York held a one 
day convention in New Orleans. R. F. 
Lawton, manager, welcomed the visi- 
tors. The sale of business insurance 
will be a considerable factor in contrib- 
uting to the increased volume in the 
future, he said. 

Addresses were made by V. G. Bal- 
lard, agency organizer, of Thibodeaux, 
La.; Stricker Coles, district manager in 
New Orleans, Fred W. Ellsworth of the 
Hibernia Bank & Trust Company of 
New Orleans, on “Business Insurance 
from a Banker’s Viewpoint”; J. T. 
Thompson, district manager of Monroe; 
and Dr. V. L. Roy, district manager at 
Natchitoches. 

R. L. Noel, educational director, gave 
an illustrated talk on selling life insur- 
ance. H. A. O’Neal of Shreveport was 
toastmaster at the banquet. 


Fiske Makes Predictions 


A. C. Fiske, second vice-president of 
the Metropolitan Life, who was in New 
Orleans this week with other Metro- 
politan officials attending a conference 
of 350 managers and agents, declared he 
saw nothing alarming in the industrial 
situation. He pronounced business in 
Louisiana excellent. “Louisiana and 
Florida are the bright particular spots 
of our southern business and always 
have been,” said Mr. Fiske. He said 
that characterizing the current depres- 
sion as a state of mind was not quite 
correct, but predicted a pick up in busi- 
ness by June or July. “It’s just a pe- 
riod of readjustment, but I know we're 
getting back to normal.”’ 


Protective Life Cruise 


Star producers of the Protective Life 
are now enjoying a tropical cruise in the 
south seas. The party, which was com- 
posed of 37 agents with their wives and 
friends, met at New Orleans March 4, 
where they were entertained with the 
festivities of Mardi Gras and given a 
sightseeing tour, On Wednesday they 
left New Orleans for Havana. Follow- 





ing their visit to that city, they will 
embark to Puerta Castilla, Honduras, 
where they will be taken on an inland 
trip to the banana plantations and the 
mahogany forests. They will return to 
New Orleans March 15. 

H. C. Cook of Waxahachie, Tex. was 
the leading personal producer in 1929, 
having produced approximately $700,000 
of paid business. LaNoue Matta, super- 
intendent of agents of the Protective 
Life is in charge of the party. 

The tropical cruise is the second large 
trip which Protective Life has offered 
for the benefit of its producing agents 
The first trip was taken in 1928 and 
we party met for a convention at Que- 
bec. 


Pass Bill to Transfer Securities 


Commissioner Allin has secured the 
passage by the lower house of the Ken- 
tucky legislature of the bill providing 
for the removal of the $22,000,000 of in- 
surance securities from Frankfort to 
Louisville, to be placed in the vaults ot 
banks of that city. The bill passed 
the house unanimously and is expected 
to get the same treatment in the sen 
ate. 


Metropolitan Party in Birmingham 


President F. H. Ecker of the Metro- 
politan Life and other officials attended 
a sales conference in Birmingham this 
week. William F. Barron, production 
manager for Alabama, was in charge 


Ford Takes Central Tennessee 


Elliott S. Ford of Carthage, Ten. 
has been appointed agency organizer 0 
the Protective Life for central Tennes- 
see. He graduated from the State 
Teachers’ College at Murphysboro and 
served as principal of public schools a 
Lebanon and Carthage, Tenn. He has 
been in the life business for the last 
year, 


Read Opposes Teachers’ Company 

The organization of a life insurance 
company for teachers to be financed by 
the National Educators Finance Com 
pany, proposed by a group of leading 
Oklahoma educators, has not met with 
favor from Commissioner Jess G. Rea? 
of Oklahoma. He does not approve % 
the holding company financing an insu 
ance company, which he says is against 
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the Oklahoma law. Dr. Eugene S. 
Briggs, president of the Southwestern 
State Teachers College at Durant, and 
1. R. Barton, Oklahoma city school su- 
perintendent, are among the organizers. 


Moves Home Office to Dallas 


The Rio Grande National Life has 
moved its home office from Harlingen, 
Tex., to Dallas and will have offices in 
the Medical-Dental building in that city. 
rR. W. Baxter is president; Wayne V. 
Sudderth, vice-president; C. M. Math- 








ewson, secretary. All are now residents 
of Harlingen but will remove to Dallas. 
The company was started in December, 
1928, and began writing business on Jan. 
1, 1929. It has more than $2,500,000 in 
force. 





Conway Is Agency Organizer 


J. S. Conway of Hackleburg, Ala., 
has been appointed agency organizer of 
the Protective Life of Birmingham. He 
has been a personal producer for the 
company for a number of months. 








PACIFIC COAST AND MOUNTAIN 

















HOLD CONFERENCE ON COAST 
Pacific Life Insurance Men Hear No- 
tables of East at Sales Meet- 
ing in Oakland 





The Pacific Coast Conference of Life 
Underwriters in Oakland March 6-7 is 
under way, with “Modern Life Under- 
writing’ as the general theme. The first 
session, Thursday morning, was gen- 
eral, with Thursday afternoon devoted 
to departmental sessions, divided to dis- 
cuss elementary and advanced under- 
writing methods, and another general 
session Friday. Among the speakers are 
Dr. C. J. Rockwell, George W. Ayars, 
Donovan O. Peters, former counsel Na- 
tional City Bank of New York; Edward 
M. McMahon, insurance trust officer, 
Equitable Trust of New York; W. C. 
Shuppel, vice-president Oregon Mutual 
Life. 

John P. Davies, general agent of the 
Penn Mutual at Oakland, is general 
chairman, with Percy M,. Jost, manager 
of the Sun Life at San Francisco, as 
his assistant. 


Bland Addresses Joint Meeting 


Frank W. Bland, Pacific Coast man- 
ager of Tur NaTIONAL UNDERWRITER, 
was principal speaker before a joint 
meeting of the agencies of the State Mu- 
tual Life and Phoenix Mutual Life in 
San Francisco March 1 on educational 
insurance, 


Attends San Francisco Meeting 


J. M. Miller, agency secretary of the 
Mountain States Life, has been in San 
Francisco for an agency meeting of the 
northern California agents. Ernest Ri- 
bera, general agent at San Francisco, 
presided and presented Mr. Miller with 





a large number of applications in honor 
of his visit. Plans for 1930 were dis- 
cussed. Mr. Miller outlined the com- 
pany’s plan of intensive cultivation of 
territory. He announced the appoint- 
ment of Mark Cosulich as special agent 
with offices in the Hearst building, San 
Francisco. 


Mountain States’ Growth 


The Mountain States Life of Holly- 
wood, Cal., closed 1929 with insurance 
in force of $17,500,000, with assets ap- 
proximately $2,000,000. This company, 
under the direction of William L. Ver- 
non, president, has been making a steady 
and consistent growth. Agency Secre- 
tary J. M. Miller reports that January 
shows an increase in business of 40 per- 
cent over the same period last year and 
February passed its record of previous 
years. 





No Change in Utah Taxes 


The special session of the Utah legis- 
lature, which was called to consider tax 
matters, adjourned last week without 
taking any action in regard to insurance 
taxation. It was believed that an effort 
would likely be made to increase the 
rate of taxation on insurance companies. 
The insurance tax rate will remain as 
before. The insurance committee of the 
Salt Lake City chamber of commerce, 
headed by E, Hugh Miller of the Tracy 
Loan & Trust Co., represented the in- 
surance interests in this connection. 


Cook Gets First Prize 


Robert H. Cook, agent of the Phoenix 
Mutual Life at Westwood, Cal., was 
awarded first prize for the highest per- 
centage of quota in the three weeks’ 
contest during the absence of Manager 
C. W. Peterson in the east attending a 
managers’ conference. 
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PRICE, $4.00 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Policy Literature. Rate Books, etc. Supplementing the ‘Unique Manual- 
Digest” and ‘‘Little Gem,”” Published Annually in May and April respectively. 
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MISSOURI STATE REDUCTION 





lowers Rates at Younger Ages on 
“Economic Protection” Ordinary 
Life and 20-Pay Plans 





leneral reduction in premiums on the 
Economic Protection” policies of the 
Missouri State Life went into effect 
March 1, The rates are reduced on the 
ordinary life plan at ages 45 and below, 
the largest decreases being at the 
younger years, Rates above 45 are in- 
creased. On the 20-pay plan, reductions 
range from 50 down, with increases 
Move that point. Nonforfeiture values 
‘fe unchanged. Representative rates on 
irdinary life and 20-pay are: 


It Ordinary Life 20 Pay 
9 $11.71 $18.94 
95 13.02 20.42 
20 14.72 22.18 
5 16.85 24.32 
0 19.69 27.13 
5 23.38 30.60 
50 28.35 35.07 
35 35.16 41.64 
60 45.01 50.16 
65 59.10 62.24 

79.88 82.92 





OHIO STATE RAISES DIVIDENDS 





New Scale Applies on All Policies Is- 
sued After Jan. 1, 1925—lIllus- 
trative Figures Given 





The Ohio State Life has increased its 
dividend schedule for 1930 on policies 
issued after Jan. 1, 1925. A brief of the 
new scale on the principal policies fol- 
lows: 

Endowment at 85 
ar Wis Youn 3 Year———, 


Age Prem. 1 10 20 
Dse ise 16.25 4.00 4.07 4.30 4.77 6.01 
ice eee 17.79 4.20 4.30 4.60 5.17 6.45 
Disease 19.85 4.47 4.58 4.96 5.69 6.98 
Beecces 22.51 4.84 4.99 5.46 6.07 7.84 
BBecces 25.9 5.34 5.44 5.80 6.58 9.08 
—l— oo 30.62 5.59 5.74 6.28 7.45 10.51 
GBccoce 36.90 6.08 6.33 7.14 8.78 11.96 
_ Ree 57.5 8.68 9.14 10.38 12.25 16.87 
SPeccee 74.51 10.77 11.23 12.50 14.74 20.38 
Gevcces 98.82 13.30 13.82 15.56 19.43 20.08 
20 Payment Life 
| 25.39 4.62 4.77 5.29 6.28 8.92 
er 27.31 4.83 56.02 5.60 6.72 9.45 
ao 29.62 5.13 5.34 5.99 7.27 10.08 
Vere 32.42 56.50 5.73 6.49 7.66 10.94 


(CONTINUED ON NEXT PAGE) 
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PENNMUTUALISM! 


Definition 
“The Superlative Degree 
of Service #8 Helpfulness 
That Is Unselfish wm Per- 
formance Beyond Obligation” 


WM. A. LAW, President 


WM. H. KINGSLEY, Vice-Pres. HUGH D. HART, Vice-Pres, 


Independence Square, Philadelphia 





























Intelligent Progression 


The Mutual Benefit was organized in 
1845, and for upwards of eighty years 
has been administered by a succession of 
directors and officers whose conduct of 
its affairs has merited and received the 
confidence and approval of hundreds of 
thousands of policyholders. 

Not only has its history been marked 
by the fidelity, ability, and integrity of 
the officials who from time to time have 
been responsible for the Mutual Benefit’s 
financial management, but the Mutual 
Benefit has also been distinguished 
throughout its history for intelligent 
progression in the provisions of its con- 
tracts which, with unbroken adherence 
to sound actuarial principles, have made 
the Mutual Benefit a leader in life insur- 
ance underwriting. 

As improvements in contracts have 
been developed, liberalizing their pro- 
visions, the new benefits have been uni- 
formly extended to earlier outstanding 
contracts, in-so-far as possible, thus se- 
curing to the earliest policyholders the 
benefits enjoyed by the latest. 


The Mutual Benefit 
Life Insurance Co. 
NEWARK, NEW JERSEY 
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(CONT’D FROM PRECEDING PAGE) $10 monthly for each $1,000 of the 
c—— Dividend —, 
1 2 5 




















policy’s face amount until the 62nd birty. 
day of the insured. At this terminatioy 
date the full face amount of the policy 
is paid to the beneficiary. Options ;; 
lieu of cash are offered. Disability ang 
double indemnity features can also by 
included. Since the contract is issueg 
on the term basis conversion is alloweg 
to age 57. 
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7.97 9.30 
9.55 10.92 
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Guardian Life 
The Guardian Life of New York has 
extended its policyholders’ non-medical 


AMERICAN BANKERS |) 
INSURANCE COMPANY © 28 88 RES RS) Ra's Suna aes = 


June was formerly designated as the 
Cc H I ( A G O Jefferson Standard Life the preceding three years were auto- 
Executive Office The Jefferson Standard Life has issued | MAtically entitled to secure additional 
Jacksonville, Illinois a new “salary continuance’ special” scanunabiom oe an cay dae Steen 
policy form for ages 20-50 designed par- saaitional insurance can toy wW 
ticularly to meet the demand for very | © ne S : phate 
. ‘ . - during the month immediately preceding 
low cost protection. It will pay an the policyholders’ age change each year 
adequate monthly income to the family for three years i 
of the deceased during the time that ype 
. e.0 ; naturally would have been the insured's 
A Progressive Company Writing é t most productive period had he not died : : 
; ; é y acm Central Life of Chicago 
Life, Health and Accident Insur- 5 a SPORSOOTEE: .. 0. 0S | ES SS Wars , ae 
. ‘ j ; . ticipating term insurance basis with a The Central Life of Chicago announces 
ance, Operating in 22 States, Ac- \ 4 level premium in amounts of not less| monthly income twenty pay endowment 
s : thy a. than $2,500. at 65. It also announces a reduction of 
cepting Business on the Weekly, () > In event the insured dies prior to his/ rates on its twenty pay and ordinary 
, 1 62nd birthday, the beneficiary receives! life forms. 
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Monthly, Quarterly or Annual : : : 
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~ ACCIDENT AND HEALTH FIELD 


Some Excellent Opportunities tHE KE 1 — 
Open for General Agencies in sFUEC BR EE Ua iy RULE ON HOSPITAL CLAUSE | and health department of the Indemnity 


Ohio, Michigan, Indiana and Ken- eit tae i; ae Insurance Company of North America 
tucky, ; is | Coast Commissioners Bar Provision | '° become superintendent of the acci- 
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; 7 dent and health department of the 
Which Makes Benefits Contingent Independence Indemnity, succeeding 

sk ) ee on Payment of Bills by Insured Joseph P. Marron, who left the Indepen- 
We Have an Attractive Propo- Re ostium dence to join the Mutual Benefit Life 
ene ° “am 5 oe The fir: sult f he cent con-| 45 assistant secretary in charge ot 
sition to Offer the Right Man for fT | eee Bs pn g be ny a double indemnity and disability bene- 


Chicago. | ; oe 8 > commissoners, at which accident and fits. : ‘ 

: b. health insurance was the principal topic Mr. Payne has been in the casualty 
of discussion, seems to have been the | uSitiess since 1913. He was with the 
issuance of an identical ruling by several Aetna Life from 1913 to — and with 
of the departments in that section, bar- the Globe Indemnity in 1919 and_ 1920. 
ring all provisions in accident and health He joined the Indemnity of North 
| policies for hospital benefits, which make America in 1921. 
| those benefits contingent on whether the Tractors as Accident Cause 
| expense of the hospital service is paid 


by the policyholder himself or some| Statistics show that tractors are caus- 
‘ < or hos- ing more than twice as many fatalities 


a. a" 7m, SeeseEen as any other type of machinery used on 
pitas Sune. mre Ens ..  . | the farm. Last year, for instance, of the 
| Many companies have a provision in| 49 geaths resulting from accidental in- 


their policies which makes the hospital | jury by machinery in Kansas, 16 come 


| benefit payable only when the hospital | under the tractor classification. 
expense has actually been incurred by —— ‘ 
|| the insured himself, and is not taken care Chelbay San Francisco President 


of under workmen’s compensation, by Stephen Chelbay, Pacific Coast mana- 
( ¢ *1: ites the employer or by any hospital associa-| ger of the accident health department 
Men of ability and character who are willing tion. They consider that it ey es of the Commercial Casualty and Metro- 
to give ow hawe . aan ee. ‘ strictly an indemnity provision and if the | politan Casualty, has been elected presi- 

give all they have to the organization and policyholder has sustained no additional | dent of the Accident & Health Managers 
development ot territory in the services of the expense by reason of hospital confine- | Club of San Francisco. Mr. Chelbay, who 


ment, he is not entitled to payment for | took an active part in the organization 
“ of this club and also the state associa- 


SPRINGFIELD LIFE that expense. tion, was formerly vice-president. Ear! 


he hospital provision is a very ques-| pyerett, Century Indemnity, was elected 


who are ambitious to enlarge their personal tionable sparen. of — to the com-| vice-president; W. Kemper, Great Ameri- 
i > > Nnvi wa = . x. . panies at best, as it offers many Oppor-/| can Indemnity, secretary-treasure! 

income, are invited to get in touch with us. |f' | tunities for questionable claims. A few | ae 
years ago a number of companies tried | Elects American Fidelity 


Standard Pol ~ —— -- "| e — The American Fidelity of Oklahoma 
All an icl Wri lospital expense policy, but practically | City has been admitted to membership 
t ar olcies ritten \f | all of them were forced to withdraw it the Health & Accident Underwriters 


























in 
on account of unfavorable experience. It | Conference. 


is probable that the new ruling will be —- . 
Mandamus Suit Against Freedy 


$1.00 A MONTH vigorously contested by some of the 


> ; . , companies interested. MADISON, WIS., March 6.—The Pro- 
Buys regular Old Line Ordinary Life Insur- he Montana ee has also] gressive Assurance of Minneapolis has 
¢ . ° . - withdrawn its:approval of all accident] secured a writ of mandamus issued in 
ance for both children and adults. and health policy forms which provide | circuit court here ordering Commissioner 
for the classification of septicemia as a| Freedy to provide it with blanks for re 


disease rather than accident. The ques- ports to the commissioner. Mr. Freedy 
refused to furnish the company blanks 


BIG MONEY FOR THE GO-GETTER tion of the status of bacterial infection See arene Giek tt Mee whelated ott 
under an accident policy has been a mat-| ©” "€ Broune waa granting © 

: : : tain of the Wisconsin insurance rules '? 

ter of especial interest in recent months] }909 mandamus action was started by 
as the result of several radical decisions| the company to compel issuance of the 
Send your inguiry direct to including such infections under the acci-]| planks so that the law could be complied 
dent coverage and many of the com-] with. 


A. L. HEREFORD, President panies have adopted a provision which 


excludes bacterial infection, “except pyo- Organize Sacramento Club 

SPRINGFIELD genic infection which shall occur simul- The Sacramento (Cal.) Accident & 
taneously with and through an accidental] Health Managers Club was organized 

San 


LIFE INSURANCE CO cut or wound.” It is believed that there} last week by Mike O'Sullivan of 
° are comparatively few policies, however, | Francisco, regional vice-president of . 


which directly exclude septicemia. National Association of Accident 
SPRINGFIELD, ILLINOIS 











Health Managers Clubs. Officers elected 


r Iphi are: F. L. Alden, Federal Life, presi 
Philadelphians Take New Posts dent; Fred S. Peck, Sentinel Life, secre 
Wallace G. Payne has resigned as | tary-treasurer; Jack Kennedy, Peoples 


assistant superintendent of the accident | Mutual Life, vice-president. 



































sh 7, 1939 


— —. 
—= 


0 of the 
62nd birth. 
erm ination 
the policy 
Options jy 
ability and 
‘Mm also be 
is issued 
is allowed 


York has 
N-medical 
id of one. 


‘ere auto. 
additiona) 
it medical 
lan $10,000 
> written 
preceding 
each year 


[0 
announces 
ndowment 
duction of 
ordinary 





ucceeding 
Indepen- 
nefit Life 
harge of 
ity bene- 


casualty 
with the 
and with 
and 1920. 
of North 


ause 

are caus- 
fatalities 

y used on 
e, of the 

lental in- 
16 come 


sident 


st mana- 
_partment 
1d Metro- 
ted presi- 
Managers 
lbay, who 
anization 
. associa- 
nt. Earl 
s elected 
it Ameri- 
irer. 


y 

Iklahoma 
mbership 
erwriters 


eedy 

The Pro- 
»olis has 
issued in 
nissioner 


s for re- 
Freedy 

y blanks 
ated cer- 
rules in 
arted by 
e ‘ f the 


complied 


ab 


ident & 
re nized 
of San 
it of the 
ident & 
3 elected 
p, presi- 
e, secre- 
Peoples 





March 7, 1930 


LIFE INSU R.z ANCE 


EDITION 25 








—— 








| NEWS OF LIFE ASSOCIATIONS 











——— 


COLORADO GROUP GATHERS 





Annual Convention Being Held in Den- 
ver This Week by State 
Association 





The annual convention of the Colorado 
Association of Life Underwriters is be- 
ing held in Denver this week, Frank 
H. Davis, general agent of the Penn 
Mutual Life, will preside at the morn- 
ing session. Mayor Benjamin F. Staple- 
ton of Denver will give the address of 
welcome to which President Harry C. 
Fabling of the Colorado association will 
respond. The following talks will be 
given: “Personal Management,” Edward 
A. Schlichter, Northwestern Mutual 
Life; “Personal Impressions of a Suc- 
cessiul Underwriter,” Roger B. Hull, 
managing director National association; 
“The Sale of an Interview,” D. Malcolm 
Wood, Equitable Life of New York; 
“Value of Calls,” J. H. Goodknight, 
Kansas City Life, and “Modern Trends 
in Life Insurance Selling,” John A. 
Stevenson, General Agent, Penn Mutual 
Life, Philadelphia. 

At the afternoon session P, L. Pease 
will preside and the following talks will 
be given: “Life Insurance at Work,” P. 
L. Cobrin, agency director, New York 
Life; “Trust Company Cooperation,” 
Roger B. Hull; “Have a Plan—Work 
Your Plan,” Harry B. Cadwell, Mutual 
Life of New York; “Program Insur- 
ance,’ Fred Symah, Massachusetts Mu- 
tual Life, and “Business Insurance,” 


John A. Stevenson, Penn Mutual. 


President Fabling will preside at the 
banquet and the address will be given 
by A. M. Embry, Kansas City, Mo., 
manager of the Equitable Life of New 
York, on “Life Underwriting and Life 
Underwriters.” 

* * * 


CLEVELAND ASSOCIATION 
FORMS INDUSTRIAL GROUP 


An industrial group has been organ- 
ized by the Cleveland association. E. F. 
Satalia, Metropolitan manager, has been 
elected permanent chairman and the fol- 
lowing executive committee was ap- 
pointed: A, T. Care, Prudential; J. A. 
Nelson, National Life & Accident; Wil- 
liam F,. Hoover, John Hancock; W. T. 
O'Malley, Western & Southern; L. P. 
Rock, Mutual Life of Baltimore; F. 
Groenberry, Life of Virginia; J. H. Jen- 
kins, Equitable of District of Columbia, 
and J. Hirsh, Sun Life of America. 

['wenty-eight industrial superintend- 
ents are included in the membership. 
The industrial group will work out com- 
mon problems and is expected to solve 
a long felt need of organization among 
industrial men. Meetings of industrial 
superintendents will be held the first 
Monday of every month, while quarterly 
meetings will be held for all industrial 
men. The next meeting of the superin- 
eg however, will be on March 31. 
W. D. Johnson, Cleveland group repre- 
aes e of the Prudential, spoke at the 
organization meeting Monday. 

*x* * * 
_ Bridgeport, Conn.—Frank J. Mulligan, 
New York agent and editor of the New 
York association’s house organ, ad- 
dressed a capacity meeting of the Bridge- 
Fort association Feb. 28 on business life 
insurance, both in large and small cases, 
as sold by a group of the country’s 
leading life underwriters, whose meth- 
ods Mr. Mulligan described. ‘The total 
Production of this group amounts to 
$45,000,000 annually. Mr. Mulligan en- 
titled his talk “My $45,000,000 Troupe of 
Trained Underwriters.” 
x * * 

; Indianapolis.—John H. York of Cleve- 
7 special agent of the State Mutual 
fe. told the Indianapolis association 
Friday that he likes the business be- 
“ause he can pick his own clients; he 
fan make friends of his clients and 
make them his friends; it is to him a 
fame of thrills and good sport; he com- 
Mands the increasing respect of those 








with whom he does business; he has 
never had a policyholder complain be- 
cause he bought a policy, and he is con- 
tinually helping men to express the best 
side of their character. 

Death and disability are the only two 
competitors Mr. York recognizes and he 
says that he likes to talk to represent- 
atives of other companies as he always 
gets ideas from them. Men who already 
carry insurance are the best prospects 
because the way has been paved to sell 
them more. He selects prospects with 
great care and never calls on a prospect 
simply because he happens to be in his 
neighborhood. When he does call he 
lets the prospect know he is there to 
sell him insurance. 

Perry Meek, chairman of the member- 
ship committee, reported 37 new mem- 
bers, bringing the total to approximately 


97 
275. es « 

Kansas City, Mo.—About 50 attended 
the monthly meeting of the Kansas City 
association. Col. R. D. Garrett spoke on 
“If I Were a Life Insurance Salesman,” 
a talk which he delivered before the 
agency convention of the National Fidel- 
ity Life in January. 

x * * 

Oregon.— Approximately 200 members 
of the Oregon association attended a 
meeting at Portland at which Roger B. 
Hull, managing director of the National 
Association of Life Underwriters, made 
a brief talk on technical problems which 
confront the present-day salesman. 

W. A. Lovett, president of the Oregon 
association, spoke and a membership re- 
port was given by Basil P. Bert, secre- 
tary. 








*x* * * 

Cleveland.—Everything is set for the 
annual Northeast Ohio Sales Congress 
here March 8. A large attendance is ex- 
pected. Following is the official pro- 
gram: 

Morning session—R. B. Coolidge, chair- 
man; welcome, by E. R. Ferguson, presi- 
dent, Cleveland association; “Three in 
One,” H. J. Cummings, vice-president, 
Minnesota Mutual; “How an Averags 
Salesman Can Build an Income of $25,- 
#00 a Year,” Philip Burnet, president 
Continental American Life. 

Afternoon session—Warren H. Smith 
chairman; “What Constitutes a Broad- 
Gauged Life Underwriter?” S. T. What 
ley, president National associatio 
“Some Phases of Modern Underwriting 
J. E. Kavanaugh, vice-president, Metro- 
politan; “Stowaways,” William B. Bui 
russ, sales engineer 


* * * 

Davenport, Ia.——-Floyd Gibbo prom 
nent newspaper correspondent, will tall 
on a public program being arra d 
the Davenport association May 26 ha 
been set as a tentative date 

* * * 


East Bay (Cal.)—Frank H. Beckmann, 
San Francisco business engineer and a 
well known speaker on salesmanship 
and business methods, talked to the last 
Bay association at Oakland on “Keeping 
Out of the Ruts.” 

* * * 

Columbus, 0.—The Columbus associa- 
tion’s sales congress was held Thursday. 
The following spoke: Russel 8S. King, 
Union Central, Indianapolis; C. H. 
Voorhees, counsel, Connecticut General; 
Mansur B. Oakes, Insurance R. & R. Serv- 
ice, Indianapolis; Harold J. Cummings, 
Minnesota Mutual, St. Paul, and Flavel 
L. Wright, general agent of the North- 
western Mutual at St. Louis. More than 
400 life insurance underwriters from a 
large section of central, southern and 
southeastern Ohio attended. The meet- 
ing was under the direction of President 
Charles R. Eckert. Vice-President 
Stephen R. Fraher presided at the 
luncheon. Secretary Ely D. Miller and 
J. Boyd Davis, treasurer, presided at 
the two sessions. 

x * * 
> C. Sparver, publicity su- 
pervisor of the Connecticut Mutual Life, 
and W. M. Benton, superintendent of 
agencies for the Massachusetts Mutual, 
will speak at the March meeting of the 
Oklahoma association in Oklahoma City. 

*x* * * 

Greensboro, N. C.—‘Satisfying Human 
Needs Through Life Insurance” was 
adopted by the Greensboro association 
as the theme of its meetings for the 
year. Henry P. Foust, Massachusetts 
Mutual, spoke at the February meeting 
on “The Successful Life Underwriter and 
His Obligations to His Clients.” He de- 











Success 
breeds success 


HE success of our field men is the best 
evidence that our policies are easy to 
sell with persistent home office co- 
operation. Opening good territory, we 
must have competent managers who 
can organize general agencies and 
build for permanent success. 


Ask for full information. It would 
interest you. Just now we have open- 
ings in the following states: 


Tennessee Kentucky 
Georgia Indiana 
Michigan 


If Interested, 
let us hear from you soon. 


THE 


BANKERS RESERVE LIFE 
COMPANY 


Home Office: OMAHA, NEBRASKA 
Business in Force, $130,000,000 























“THE FRIENDLY’ COMPANY’ 
ANNUAL STATEMENT 


ASSETS 


First Mortgage Loans on Real Estate $ 4,740,827.56 


Real Estate and Home Office Building.................. 402,460.48 
PE DOOD dace vncvecueessiccdvonsccounssthanmbaseeate 1,186,700.03 
Liberte Babe’ Batile.cccscecescees esviekaeab eas besus 50,000.00 
ee ere ee eee 73,101.61 
OE errr rrrrrTTi Tt Ter 385,311.17 

Wetel AdidsiteR Asset6.occccccicccscccesconsvessese $ 6,838,400.85 

LIABILITII 

iia: ue ee nn. gee euasheeastewesnees $ 5,711,131.72 
RE RI MN rca cs negwheeeeaunnne ses 152,804.86 
oa) he BR oo Be Bom eo B.S 974,464.27 

tee Te in ciate ie adanndix04decebbeaknases $ 6,838,400.85 
Gross Assets for Protection of Policyholders........... $ 6,865,293.89 
Deposited with State Department..................-5+ 6,432,108.38 
Surplus Protection to Policyholders.................+++ 974,464.27 
Insurance in force Dec. 31, 1929 (Paid Basis)............ 49,004,469.00 


“The Friendly Company” 


FRANKFORT INDIANA 











THE NATIONAL UNDERWRITER 


March 7, 19% 














INDIANA 


An old Eastern Life Insurance 
Company in Indiana for many years 
is re-organizing the State. We de- 
sire a sales organizer, or a good per- 
sonal producer to join another man 
in a partnership General Agency 
contract covering entire State. 
Must be able to invest $20,000 in 
the Agency. Other man now has 
over 500 Agency connections. Posi- 
tion requires traveling most of the 
time first year — negotiations in 
strict confidence. 


Address 0,69, ‘* 
The National Underwriter 
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scribed character and courage as the two 
chief essentials. R. D. Douglas, leading 
the discussion, gave sunniness of dispo- 
sition as a third essential. He believes 
the over-eagerness of young salesmen 
often produces a tenseness which de- 
feats their aim. 

F. E. Cann, secretary of the Jefferson 
Standard Life, will be the March speaker. 
Speakers at later meetings will be Paul 
W. Schenck, W. T. O’Donohue, Tully D. 
Blair, R. D. Douglass and Walter Bern- 
stein. 

x * * 

Asheville, N. C.—The Asheville associa- 
tion is planning to have Dr. S. S&S. 
Huebner of the University of Pennsyl- 
vania to speak there to educate the pub- 
lic on the value of life insurance. C. F. 
Aiken is president of the Asheville asso- 
ciation and W. L. Bischoff is secretary- 
treasurer. 

* * * 

Illinois—The Illinois association will 
hold its annual meeting May 3 at Spring- 
field, Ill. An attendance of over 1,000 
is expected. Claris Adams, vice-presi- 
dent American Life, and C. J. Doyle, 
counsel for the Illinois director of trade 
and commerce, will be among. the 
speakers. 

x * * 

Evansville, Ind.—The Evansville as- 
sociation heard an interesting address 
last week by Russell King, general agent 
of the Union Central Life at Indianap- 
olis. 


Northwestern Plans Addition 


Definite plans have been announced 
by the Northwestern Mutual Life of 
Milwaukee for the erection of its eight- 
story addition to the home office build- 
ing on the half block site back of its 
present structure at East Wisconsin 
avenue and Van Buren street. Accord- 
ing to President W. D. Van Dyke, the 
addition will cost $2,800,000. 


Webb on Agency Trip 
Walter E. Webb, executive vice-presi- 
dent of the National Life, U. S. A., is 
on an agency trip visiting offices in 
Pennsylvania. From there he goes to 


— 


Income Settlement 
Interesting Phase 


“The Life Insurance Company as, 
Savings Bank, Personal Finance Cop. 
pany and Bank” is discussed in a le. 
ture on the growth of the life ingy. 
ance organization by R. C. Neuendori. 
fer, secretary of the Guardian Life. Thi 
study in life insurance organizatioy 
showed that, while life companies ap 
developing as a natural growth of their 
business many functions similar to thos 
of savings banks, personal finance cor. 
porations, banks and trust companies, 
the life company in the main carries op 
where the savings bank leaves off. Th 
trust company continues where the lif. 
company leaves off. One item, growing 
into large figures in life insurance aé. 
ministration is the handling of incom 
settlements. 

In the last few years, the life com. 
panies have been called upon to issue jn 
large numbers agreements for such 
fixed income payments instead of lum 
sum settlements. At the present rate of 
growth, it is likely that upward of » 
percent of the next hundred billion dol. 
lars paid out in death claims will be on 
a fixed income basis. This will mea 
twenty billion dollars of increased as. 
sets to be managed by life companies 
over a long time and will constitute a 
sizable business administered on a na- 
tional scale. Through income settle. 
ments life companies will fast become 
the executors of the American people. 
An analysis showed that there is no con- 
flict of interest between life insurance 
and trust companies. 


March Is “Sweeney Month” 


March is “Sweeney Month” with the 
State Life of Indianapolis as a tribute 
to Robert E. Sweeney, first vice-presi- 
dent and agency manager. A goal of 





some of the southern states. 


$7,000,000 in new business has been set. 











Safety and Security 
the Keynote for 1930 


For the insurance man of good record who wants 
to begin 1930 with a direct connection of his own 


THE PYRAMID LIFE INSURANCE COMPANY 


Offers a liberal contract backed by the security 
and assurance that comes of representing a sound 
company under conservative management. 


For his assistance we furnish an attractive line of 
policies—complete protection from infancy to old 
age. Also an effective plan of direct mail adver- 
tising. 

Generous and sympathetic treatment of men in 
the field. 


Write to 
John G. Hoyt, President 


PYRAMID LIFE INSURANCE COMPANY 


Kansas City, Missouri 


Openings in 
Oklahoma Texas 
Kansas lowa 


Ar 
Missouri 





c. B. ROBBINS, Pres. 


Municipal Bonds 
Premium Notes and Policy Loans 


GROSS ASSETS 
Less Assets not covered by Reserve 


NET ASSETS 


Tax Reserve and Other Liabilities 


Benefits 
Surplus to Policyholders 


THE OLD LINE © ® 8¥°8004, secy. 


Cedar Rapids Life Insurance Co. 
CEDAR RAPIDS, IOWA 


FINANCIAL CONDITION DECEMBER 31, 1929 


ASSETS 
First Mortgage Loans and Real Estate 


Cash in Banks and Office and Other Ledger Assets : 
Interest Accrued and Net Uncollected and Deferred Premiums 
(Reserve Charged in Liabilities) 


LIABILITIES 


Legal insurance Reserve and Reserve for Special 


TOTAL FOR PROTECTION OF POLICYHOLDERS 


130,579.83 


$ 41,169.43 


$3,573,624.51 
245,870.92 


$3,860,664.86 





GROSS ASSETS 
43,278.91 
104, 820.60 
237,351.38 

451,142.07 

790,890.90 

1,488,411. 12 


END OF 
1906 
1909 
1912 
1915 
1918 
1921 


1923 
1925 
1927 


1929 


How We Are Growing 


2,045,934.15 
2, 660, 451. 41 
3,321,169. 96 


3,878, 236.56 


INSURANCE IN FORCE 
$ 95,000.00 
1,906, 085.00 
3,004,245.00 
5, 114, 236.00 
7, 700, 619.00 
14, 010, 604. 00 
15,335, 721.00 
17,599, 610, 00 


20,472, 686. 00 
22,869, 303.00 





Iowa 





GOOD Chance for GOOD Men to Build GOOD Future 


Minnesota South Dakota 


Nebraska 
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Saving Feature 
§ of Great Value 


(CONTINUED FROM PAGE 3) 


agents a keen sense of responsibility and 
opportunity. Increasingly, the life in- 
surance fraternity has come to appre- 
cate that their job is a far bigger one 
than merely selling life insurance. In 
short, they are engaged in a calling 
which is nothing less than the under- 
writing of human life values. The value 
of that policy to the insured and his 
dependent family depends very largely 
on the amount of protection that is built 
ground it. It must be safeguarded, in- 
vested wisely, and so arranged as to 
ft the particular circumstances of the 
insured’s dependents. In order to do 
so, hte major portion of life insurance 
should be payable otherwise than in a 
lump sum to widows and children, 


Business Insurance Developed 


Strides which are being made toward 
the discovery of new uses for life in- 
surance. One of the outstanding of 
these is business life insurance. For 
many years, the business world has 
preached the need for some plan through 
which the sole proprietor, partner or 
stockholder in a close corporation could 
prevent the tremendous shrinkage in 
his estate which, unless guarded against, 
wili mean the loss of what in a great 
many cases is the bulk of his estate— 
te wit, his business interest. Life in- 
surance has come to do that in a very 
practical and sound way. 

Not only is this true of the business 





estate but of practically every estate. 
The lack of liquid cash to protect the 
estate against obligations, taxes, attor- 
neys’ fees, and administration costs re- 
sults in the shrinkage of estates in the 
amount of millions of dollars annually. 
Life insurance guarantees this cash fund 
in a manner unequalled by any other 
practical plan. 


Club Wars on 
Fake Advisers 


(CONTINUED FROM PAGE 3) 


“Not the only benefit of our quali- 
fication method is the privilege extended 
to members to use a direct mail plan 
emphasizing estate analysis and ap- 
proved by the club. We realize there 
is nothing official or binding about our 
plan but we believe the value to mem- 
bers in the club’s certifying the quali- 
fications of those who pass the test and 
in addition certifying to statements and 
promises they make in their direct mail 
matter will be of incalculable benefit. 





Make Capital of Term 


“There have been too many life in- 
surance men in Chicago who have made 
capital out of the rapid growth of this 
new type of life insurance salesman- 
sh'p, some of them without the slightest 
qualifications to act as advisers in this 
matter most vital to the safeguarding of 
estates. The result has been that the 
title ‘estate counselor’ has come almost 
to be a joke in Chicago. We hope to 
make it mean something again.” 





Life Insurance Figures by States 











NEBRASKA 
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Aetna, Conn, ....... 3,225.147 23,369,232 
Acacia Mut., D. C... 47,000 132,000 
Bus. Men's Assur... 282,155 1,049,981 
Columbus Mut., O... 127,500 448,200 
Farm. & Bank., Kan. 156,919 155,919 
Franklin, Ill. .. see 625,590 6,828,501 
Guardian, N. Y¥ — 283,463 1,393,711 
Home, N. Y.......++. 405,695 2,581,876 
John Hancock 252,958 2,063,967 
Kansas City, Mo..... 1,885,796 12,074,943 
 - eee 2,172,384 9,203,180 
Metropolitan ........ 4,502,729 28,642,163 
Ph ssseedeees 912,569 4,889,914 
i Se, Bilsscccee 496,087 2,415,666 
Mut. Benefit ........ 2,791,047 27,048,275 
Math Life, Vt........ 720,452 6,371,646 
NatL L. & A., Tenn. 178,523 546,693 
Natl, Res., Kan..... 49,500 161,500 
National Life, Ia.... 115,000 2,531,454 
Northwestern Mut... 6,573,700 56,496,385 
Ohio Natl. .... ° 176,000 757,914 
Pacific Mut. ..... 437,881 4,416,925 
RD. ‘ees andrinee 88,520 386,139 
Res. Loan, Ind...... 130,238 154,738 
United Ben., Neb.... 1,157,631 2,388,631 
SD iwtdenn radnce 3,555,200 24,125,908 
eyes 4,549,950 26,264,282 
Amer, Thrift........ 402,150 583,035 
Security Mut........ 2,885,923 18,728,553 
DED. dtkégdanbawe 344,749 4,673,327 
Bankers, Neb........ 8,681,197 75,000,620 
I a oc ants detain 1,787,062 21,076,631 
i este 46,344 41,257 
Northwestern ....... 267,639 8,553,023 
ees 1,045,777 7,445,020 
EE tinitmenktsas 10,000 6,500 
Fidel. Sn kecnacdee 520 614,974 
Northwestern Nat... 4,385,730 16,702.900 
Cedar Rapids........ 168,500 1,012,371 
Central St........... 1,548,750 16,733,054 
Comtral, Ta .......... 1,525,989 5,114,494 
Provident Mut., Pa.. 692.250 5,610,661 
I Scien nee a 1,296,618 7,717,870 
Security Mut., N. Y. 31,406 806,951 
National Fidel....... 424,736 1,711,956 
I nae ban 518,795 3,368,632 
"Eee 340.397 1,742,272 
Occidental ..... fuses 185,428 396,557 
Mountain States..... 731,218 2,504,920 
Wash. Fidel, Nat.... 5,250 11,763 
Penn Pe ae ae 1,966,523 12,292,406 
Continental, Ill...... 158,572 300,747 
MOMAFCR oo. cccce 21,000 29,500 
Farmers Un. Mut.... 181,500 804,000 
SS. Setcse skein 545,193 3,404,419 
Reinsurance 1,238,338 6,282,615 
Gr. Northern 12,000 31,576 
Des Moines % 2 ie 501,440 2,077,908 
Inter Southern....... 173,835 5,438,674 
re ——— 
| KENTUCKY 
New Bus. In Force 
$ $ 
aa 772,089 1,807,149 
Us. Men's Assur... 1,577,912 1,868,217 





New Bus. In Force 


Jefferson Stand. 


ERGROAOO cocccccccce 
See GE Wiicccocecece o 
Life of V@.......:%. I 

se rre ec. #8 . 
Mo. St. Life........ Oo 
Me. GR. Esse. cccocs G 


Mutual Life, Md...O 
Mutual Life, Md....1 
National U. S. A... 
New England Mut... 
POEM BR, <ccceccsce 
Provident Mut., Pa.. 
Reserve Loan ....... 
Security ....c.eccess 
Union Mut., Me...... 
United Ben. ........ 
Acacia Mut. ........ 
Amer. Natl, Tex..O 
Amer. Natl., Tex...G 
Amer. Natl, Tex...I 








Mass. Mut. ......... 3,419,303 20,654,521 
State Life, Ind..... 167,144 1,437,722 
| MICHIGAN | 

New Bus. In Force 

$ 

Rockford, lil. ..... 241,022 1,077,832 
State Life, Ind. ... 2,757,920 2,415,461 
Prudential ....... O 44,102,671 187,743,350 
Prudential ....... G 18,257,746 19,975,852 
Prudential ....... lL 61,486,441 208,640,995 
Union Mut.. Me..... 556,585 2,638,777 
Franklin, IiL ..... 2,035,125 11,369,610 
Register, Ia. ...... 427,194 976,475 
Springfield, Ill. .... 1,368,328 3,770,597 
Detroit Life ....... 13,791,079 67,261,947 
N. Amer. Life., Ill.. 684,974 3,451,038 
BAGe CF VO oc cccccs Oo 1,789,529 3,770,248 
Life of Va. ....... I 7,733,922 5,544,679 
Lincoln Nath ....O 15,823,526 70,185,534 
Lincoln Natl. ..... G 30,500 72,000 
Lafayette, Ind. .... 1,703,255 6,517,432 
Beene. Tw. ccccces 1,195,206 4,744,815 
Bus. Mens Assur. .. 2,730,909 3,966,828 
Natl. Life, Ia. ..... 125,500 3,782,350 
Bankers, Ia. ...... 5,907,099 36,922,112 
N. England Mut. .. 8,221,900 56,681,672 
Security Mut., N. Y. 2,556,652 8,286,130 
Guardian, N. Y. ... 1,807,678 10,815,262 
Union Cent., O. .. 4,559,365 40,470,571 
Sun Life, Can. ...O 22,808,798 94,453,615 
Sun Life, Can. ...G 11,152,500 17,886,500 
Security, Va. ...... 4,216,219 11,301,365 
Acacia Mut., D. C.. 1,819,188 9,617,922 
Amer, Natl, Tex. .O 3,301,026 6,288,126 
Amer, Natl. ...... I 15,433,420 24,442,831 
Mass. Mut. .....-. 21,582,435 115,658,919 
Union Labor, D. C.O 233,750 280,000 
Union Labor ..... G 704,000 701,000 
Central, Ill.........- 1,873,349 5,017,298 
Gees ccccvccscceses 287,016 1,430,309 
Geo. Washington.... 236,300 454,522 
Gem City...ccscees o 172,750 442,445 
Gem City......+... G 6,500 $1,500 
CamAGR .ccccccecces Oo 2,687,474 23,012,622 
Canada ......-++e0% G 377,500 646,000 
TREE. cv cccccsccsscess 6,281,146 26,273,232 


(CONTINUED ON NEXT PAGE) 











YOU Who Are Interested 
in Selling Life Insurance 


or who may become interested in its sale, will want to 
know why The Gem City Life Insurance Company has 
nearly 14 times as much insurance in force at the close 
of 1928 as it had ten years before. 


The agency contract and the unusually wide range 
of underwriting provided by the company, that includes 
all standard and many special forms of participating and 
non-participating life, accident and health and group 
policies, with premiums payable monthly, quarterly, semi- 
annually or annually, are some of the substantial reasons 
for the outstanding progress the company is making. 


There are other equally impressive reasons and if 
you will write to I. A. Morrissett, President, at Dayton, 
Ohio, he will be glad to give you complete details of that 
agency contract and the very many reasons why it will 
pay you to join the rapidly expanding agency staff. 

The company wishes representatives in Ohio, 
Michigan, West Virginia, Tennessee, Alabama, Georgia, 
Louisiana, Florida and the District of Columbia. 


The Gem City Life Insurance 
Company 


oF Dayton, OHIO 
The Rapidly Growing Company 

















However Hard 














a Life Insurance Agent may 
work to produce business, 
his chances of success are 
better when he represents a 
fine old institution such as the 














MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 
More than a Billion and Three-Quarters of Insurance in Force 
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(CONT’D FROM PRECEDING PAGE) , Bus. In Fors [<== 
New Bus. In Force Amer. Bankers, I11.0 85, 1 PD ies 
Central, 660,103 3,401,094 | Amer. Bankers, Ill.I 612, 426,465 ( 
Great Northern 95 2,908,254 | Phoenix Mut. 3,714,32 3 
State 512 500,000 Mass. Protective .. 248,75 — 
Peoples, 847, 1,741,100 | Security, Va. 496,943 I , 
United L. & A., N. H. ,127,92 4,951,208 | Federal, Til. 3: 56] The: 
Prov. L. & A., Tenn. 5, 73,000 | Federal, Ill. 1,259,495 16 1 
Abraham Lincoln.... 495,334 | State Natl., 3 360,449 360, the 1a 
Fidelity Mut ,310, 17,555,371 | Union Central .... 902,929 27,523.75, ME compa 
Northern Bankers, Nebr. .... > », 678,65 hildre 
Sentinel State Mut. Life ... 903,812 23,663.64; fe Oe 
Missouri I 113,12 7 3% easter! 
Wash. el., 22 ir 
Wash. : " i. 
Seskers Amer. } * x.O .972,775 0,260.61 pu 
Manhattan ee. Natl., - 1992, : ow BB age 
Agricultural rity 239, cian. oe wee 3.423, ~ vom a 
saat 157,600 Equitable, . hen . , 285 27 3.7 the ju 
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OPPOR' | ‘ INT | 'y State Mut. Mass..... 6,729,883 31,076,972 | Nat. L. & A,. Tenn.O 1,354,005 3.822,95) Mat an] 
Midland Mut., © 1,418,943 6.122.702 | Nat. L. & A., Tenn.T -381,054 9,406,228 HR numbe 
Reliance 3,191,601 DL} ee $4.6 6,391 minim 
Standard 325,826 993,619 35, 3, 
. 7 ‘ — : Nat. Life U. Al... 3,646,668 45,902,294 | Prudential —— 395,516 Am 
For the MAN who is thinking of entering 170525 -2'945.959 | Prudential 132,48 5.610.901 HE child 
4 . req Midland, 2,902,023 4 3 : 
the Life Insurance profession or the MAN “4 5°132.108 on'ten eee Mass. Mut. 14,623,559 43 —_ 
P . a . : : Berkshire 130, 13,099,105 Penn Mut. 5,099,365 9,929,017 n.; 
who is not perfectly satisfied with his pres- ae ta... <anee 2'771.589 | Commonwealth, Mo.1 291.253 251,18 I Nation 
. . Illinois 3.235 19,799,181 Lafayette, Ind. ... 104,067 8 My q 
ent connection, we have excellent territory Continental 369. 3251334 | Home, N. Y. 1,906,068 285,135 peony | 
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° ‘ ‘ . . - ” "Ras : M fe, N. Y.. 13,558,600 428.302 i 
Your communication will be treated in strict a Se. seen bes | eel Ns Tl . 28, —_, 
confidence, if you so desire. Address your a 785! #141708 | Des Melee i. & A... 9,97 1.226.58" Cu 
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HICAGO INATIONAL LIFE ee *gon.000 cana iW Rese 
Am. Bankers 1,433,035 | Trans Mississippi 409,000 618, v 
Conn. P 24,484.738 | Union Natl., 3,577,594 3.712, Th; 
3.824.186 7,012,998 | Sentinel . 2,255,920 5,835,201 HF public 
Federal . 327,29 12,803,006 | Sentinel b 66,500 66,500 ties, | 
Federal 3,154 | Reliable L. & A....I. 8,909,740 5,127,101 ’ 
i Pyramid, Mo. 185,700 185,700 =—— 
1400 West Washington Boulevard Liberty Natl . 1,519,400 033,850 NEW 
: ASF Liberty Natl........ I. 15,000 348,100 
Chicago, Illinois MISSOURI Fidelity Mut 1,845,728 13,326,975 
. Progressive 153,650 164,700 
_ OT Manhattan 148,825 656,434 
New Bus. In Force | Union Labor . 34,000 107,000 Th 
— Union Labor ‘ 370,040 9,820.00 Mo | 
Amer. Central 1,514,701 9,738,099 | Joplin, Mo. 903,500 902,50 eh 
IN STEP WITH THE NEW DECADE (:?:!* :::: yo — rb 
John Hancock 173,500 ad Guardian 3 2,930,028 , 792,69 ance 
John Hancock ....I 11,037,972 87,621,719 | Guardian d 42,000 121,00 HE agenc 
Kansas City 18,900,419 83,298,353 2,738,004 8,031,135 train, 
Mut, Benefit, N. J... 8,641,407 75,841,091 t 846,785 153,279 
$4 . . Ohio Nat. 59,215 247, , 27.800 49,050 Me the C 
Large enough to merit its national prestige and Tene’ iemantenen 1.221.491 mt Minn. ‘Mu 1,263,554 8 aseas HB there 
. : : Pan American ....G 93,000 pringfie 3, 449,025 this 
to effect national economies of operation. Wee & Gea O Leraaee Lincoln Liberty 2 ow 
, , = State Farm 55, 55, 
mere: Ketan Life 20 16407833 Abraham Lincoln... 2,386,185 the |} 
Small enough so that the individual agent and Aetna Life 4,606,520 ae gy MEL a. Oe i has b 
a . Columbian Natl. ... 1,977,712 75,423 ead on "219 79 brane 
pa Great Northern 272,500 719.7% 
the individual case are never lost sight of. Metropolitan 44,717,157 Taien Mut. Me... Suess «© .s8i.set I post 
Metropolitan 32,212,265 National. fil 1,309.053 298.062 [vic 
age AE iy Metropolitan 47,827,261 614,294,322 | Teited Benefit 644,000 038.50 Moe 
Old enough to be rich in its depositories of Amer. Reserve, Neb.. $10,000 1,436,000 | Rockford r 53.165 je Whit 
4 = Northwestern Mut... 11,801,146 135,228,088 | Northern 225, 402,212 Hous 
experience and to be guided by the past. Pacific Mut. 1,898,089 13,342,853 | Gr. Republic "953 533.8 I in th 
Nat. Reserve, eee 1,011,350 1,394,303 | southland 70,995 516,805 Birge 
Occidental, N. C..... 3,000 298,457 Meeks 27 129,746 >IT 
Young enough to be fully abreast of the time ome, We. _— 46,000 | Omaha... 016 em a See. 
£ 4 y mes Reserve Loan 888,258 2,565,089 : 38. 115,350 
. * 4s } . . Hawkeye 198,000 282,522 22° "602,657 
in providing ultra-modern insurance protection. nae, a. 553.759 1,945,653 "752 245-654 
— ye es ,523,500 3,974,680 | Bank Savings, Kans. 2,033,3 3,314,051 Ch 
: 4 £ utual Life, Md...I 762,238 22,334,866 3.837 3,112,422 . 
Life and Accident Insurance United in ONE Atlantic, Va. 342,105 700,458 9, 115,350 State 
° oe Nat. Fidel., ana 470,467 5,622,879 62,164 jourr 
Policy Furnishing Complete Coverage. Security Mut., N. ¥. 128,070 1,772,098 | Guar. Ind $94,500 97350 Ts din 
National Life, Vt... 2,920,128 26,078,409 | Farmers & Bankers. 666,889 2,803,623 of tt 
Monarch, Mass. ..- 33,000 104,573 be 
Conn. General ....0 3,300,063 11,175,473 of th 
Conn. General .... 458,051 978,561 On Idea That Will Sell Them All— $2,00 
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siberty, are 330,000 667,500 r., in a series of studies, “The Essentia 
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Address Inquiries to: Eugene E. Reed, Vice President | Central Gtate, Mo. . 5,973,588 28,381,383 — a : 
Zo 
ican 
Calu 
amo e , quar 
. 
urance Company 431 S. Dearborn St. Chicago — 
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: ¥ ears ’ President Secretary 
A progressive up-to-date company with a program of expansion iain 6 
and growth. - 
ae sere fe ope Bald. GLOBE MUTUAL LIFE INSURANCE CO 
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The Fast Growing Company of the Southwest nen 
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70 590,443 
39,929,017 
251,18 
1,543,52 
17, 285,125 
34,068,159 
153,552,123 
71,060,062 
323,866 
101,428, 302 
28,500 
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1,226,537 
4,685,907 
4,515,143 
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14,711,662 
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110,382,081 
31,281,374 
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14,234,657 
22,998,312 
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6,835,201 
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1,033,850 
348,100 
13,325,975 
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1,656,434 
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9,820,000 
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26,792,684 
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18,031,735 
11,153,279 
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8,480,488 
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2,386,738 
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Companies That Write Juvenile Forms 
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There has been a notable increase in 
the last few years in the number of 
companies writing life insurance. on 
children. Practically all of the larger 
astern companies have now lowered 
their minimum age limit to 10 years, 
put few of them will write below that 
age. A number of the large western 
companies, however, are quite active in 
the juvenile field, particularly in connec- 
tion with the writing of educational en- 
dowments. The majority of the com- 
panies in that field will write children 
at any age from one day up, but a 
number of them make 1 or 2 years the 
minimum age limit. 

Among the companies that will write 
children less than 1 year old are the 
American Bankers, American Home, 
Kan.; American Life, Mich.; American 
National, Mo.; American National, 
Tex.; American Savings, Mo.; Ameri- 
can Security, Ala.; American Southern, 
Tex.; Amicable, Associated, Cal.; Atlas, 
Bank Savings, Bankers National, Bene- 
ficial, Builders, Ill.; Calumet National, 
Carolina, Cedar Rapids, Central, Ia.; 
Central, Ill.; Central, Kan.; Central 
States, Chicago National, Commercial, 
Mo.; Conservative, Ind.; Conservative, 
W. Va.; Continental Assurance, Crown, 
Des Moines Life & Annuity, Detroit 
Life, Empire Life & Accident, Equi- 
tablee D. C.; Equity, Neb.; Eureka- 
Maryland, Farmers Union, Ia.; Federal 
Reserve, Franklin, Gem City, Globe, 
Il.; Grange, Great National, Great Re- 
public, Great West, Guaranteed Securi- 





Inter-Southern, Jefferson Standard, NEW BUSINESS PAID FOR TOTAL INCOME 
Kansas Life, Lamar, Liberty, Ill.; Lib- 
erty, Kan.; Life & Casualty, Ill; Lin- 
coln Liberty, Lincoln National, Lincoln 
Reserve, Michigan Life, Midland Mu- 
tual, Minnesota Mutual, Mississippi 
Valley, Missouri State, Modern Life, 
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PShv.702.204.] 13 20.332.559. | 
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Montana Life, Mutual Trust, National CLES Ht FORGE CH CAND ER Basis ee ee eee P 
Equity, National Fidelity, National Re- Qi ecxrurces QUES 










serve, National Savings, National Se- 
curity, North American Life & Casu- 
alty, Northern States, Northwestern 
National, Occidental, Cal.; Occidental, 
N. C.; Ohio National, Old Colony, Old 
Line, Wis.; Our Home, Peoples, IIl.; 1860—Seventy Years of Service—1930 
Peoria, Pilot, Pioneer, N. C.; Prairie, 
Protective, Ala.; Prudential, Reserve 
Loan, Royal Union, St. Louis Mutual, 


San Jacinto, Security, Ill.; Security 
Life & Trust, Security Mutual, Neb.; 
Sentinel, Shenandoah, Southern States, (ST. 1860 


Southland, Springfield, Ill.; Standard, 
Fanti tees tte face||| INSURANCE COMPANY ¢ AMERICA 
Travelers, Travelers — United 

Fidelity, Universal, ictory, Kan.; 
Western & Southern and Wisconsin 50 UNION $QUARE * NEW YORK CITY 
Life. 

Companies writing from 1 year: 
American Life, Tex.; Citizens National, 
Federal Union, Great Northern, Life & 
Casualty, nea ange ey 
National Union, Omaha Life, Peoples, 

Ind.; Provident, N. D.; Southern Life 

& Health, Springfield, ew State Re- F I F T E E N sd E A R S 
serve, Sun, Can.; Union, Ark.; Victory, 

Ill.; Volunteer State and West Coast. O F P R O G R E. S S 

From 2 years: Abraham Lincoln, 
Ohio State. 


MAW. GE KGS 





























ties, Kan.; Guaranty, Ia.; Illinois Life, From 5 years: Southeastern. Legal me yr Insurance Admitted Assets 
= — | RE Se © Ge SONGS ib decivceccess $ 25,193,076 
NEW YORK LIFE OPENING F. L. JONES SPEAKS AT ad ee eeecccecseees aeons = coeeeeceevecees rie cin 
ee a ee | OMVERSTY OF FLORIDA 1923.02. gom9ep'ss4 1923002222220 631988277 
} é, _ ; a eg 716,079,363 1926............00. 90,713,613 
The New York Life has opened a} Frank L. Jones, vice-president of the tala betenillate 886,589,365 1929............. 133,931,890.94 


new agency in Chicago, the Insurance 
Exchange branch in Room 1038 Insur- 
ance Exchange. Stephen H. Birgel is 
agency director. He starts with a 
trained staff of 31 men drafted from | 
the Clearing House and Fisher branches 
there, and with only $3,000,000 quota for 
this year is confident of $5,000,000 paid 
production. Mr. Birgel started with 
the New York Life ten years ago and 
has been agency organizer in the Fisher 
branch, before which he held a s‘milar 
post under R. E. Whitney, now super- 
visor of the central district, when Mr. 


Whitney was director of the Clearing | 
House branch. Most of the producers | 
in the new branch are men whom Mr. | 


Birgel put in the business and helped 
train. 


| 
Coffin Main Speaker 
Charles F. Coffin, president of the | 
State Life of Indianapolis, who is so- | 
journing at Miami, was the guest at | 
a dinner last week given by the officials 
of the Federal Bond & Mortgage Co. 
of that city. This company has invested 
$2,000,000 during the last two years 
for the State Life. Mr. Coffin was the 
main speaker at the dinner. 


Kingery Made President 

H. W. Kingery was elected president 
of the American Old Line Life of Chi- 
cago, resulting from merger of Amer- 
tan Old Line of Nebraska with the 
Calumet National of Chicago. The de- 
tails are all completed and the head- 
quarters are now in Chicago. 


a 








5 years from now—every Underwriter 

will have it. Today—it gets imme- 

diate entree and sells business. 
LIFE INSURANCE AS A 


| 
| 
| 





The only place to get the whole 

idea and the correct selling methods 

that go with it is in “The Essentials 

of Life Underwriting” by Abner 

Thorp, Jr. 

The Diamond Life Bulletins, 420 East 
Fourth Street, Cincinnati, Ohio 
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Equ'table Life of New York, addressed 
the student body of the University of 


the subject of sLatent Power” Fo |! BANKERS LIFE COMPANY 


lowing the address, he was conducted GERARD S. NOLLEN, President 





























on a tour of the campus by John J. Tig- 
ert ident of the university, with Established 1879 DES MOINES, IOWA 
whom Mr. Jones served overseas dur- 
ing the war. 
“Life Insurance Selling 
° %9 
for Beginners 
By R. E. Sravipinc ’ 
This birds- 
eye view of 
i fire insurance 
is just the 
book for gen- 
eral agents ta 
sive their 
new men 
Mr. Spaviding 
is a manager 
of the Mutual 
Life of New 
Yor} n Chi 
ca ian d 
i ly as 
sistant super 
inter t c 
ager at 
the h ne 
Underwriter Price$1 each; IT CONCERNS 
4. ach; GENE 
175 W. —_— Blv 25 for $20. pt 























MARYLAND!!! 


General Agency positions open at, 


CUMBERLAND HAGERSTOWN 
FREDERICK ROCKVILLE WESTMINSTER 


Excellent territory—Special Direct Contract—Wholehearted 
Home Office Cooperation 


George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 
HARRISON 8B. SMITH, President 
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Ethelbert Ide Low, 
Chairman of the Board 








HOME LIFE INSURANCE 


COMPANY 


of New York 
A COMPANY OF OPPORTUNITY 


President 


On Agency matters address 
_H. W. Manning, Superintendent of Agencies 
256 Broadway, New York 








James A. Fulton, 





ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 


Opportunity 
Is with the Company That Is 
NOT TOO LARGE NOT TOO OLD 


. NOT TOO SMALL NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 


WE HAVE THE TOOLS 
Participating and eee a and Women on Equal Terms—Total 


Circularization Aids—Supervisor’s Help—Direct Contracts, Human Relations, Liberal 
Contracts and Special Producer’s Clubs 


If You Are for a General Fiore To Doabie Tetey, Com & 
= {OWA_ NEBRASKA MINNESOTALAND SOUTH DAKOTA 


THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


COL. C. B. ROBBINS, Pree : p aete rhea a C. B. SVOBODA, Secy. 
CEDAR RAPIDS, IOWA 


Digest of the Latest Life 
Court Decisions 


Note for Premium Overdue—Policy contains clause that if installments 
were not paid when due the policy would lapse. Agent accepts a note from 
deceased in lieu of cash and at the time of the decease, the note was over- 
due and uncollected. Company claims that since the agent was not one 
of the specifically named officers, he had no authority to vary the contract 
and that therefore the policy had lapsed. Evidence showed that the agent 
ordinarily took notes and often extended time for payment of premiums, 
Held that there is no direct evidence of the agent’s authority to vary the 
contract, but that authority to do so may be inferred from the conduct of 
both parties. In this case, the agent’s collections in the form of notes were 
so extensive that it may be fairly inferred that the company was cognizant 
of such practices and by saying nothing, acquiesced therein.—Hill vs. Phila- 
delphia Life. U.S. C. C. A. 4th Cir. N. C. Dec. 17, 1929, 


* * * 


Misrepresentation in Application—Plaintiff company sues to cancel a life 
policy because of false and fraudulent answers. Defendant subjected herself 
to a physical examination by the company’s medical examiner and claims 
that she did not write out answers to the interrogatories herself, but that 
the examiner did so in reply to questions he propounded to her. All that 
defendant did was to sign the form. Defendant claims that she advised 
the examiner of all her ills. Held that Sec. 1, Chap. 192, 1915, laws of 
Washington, controls this situation. It is therein provided that no oral 
or written misrepresentation made in the negotiation of a policy of insur- 
ance shall be deemed material or defeat the policy unless such misrepre- 
sentation is made with intent to deceive. There was no deception in this 
case.—Mutual Life of N. Y. vs. Swan & Ano. U. S. Dist. Ct. W. Dist. 
No. Div. of Wash. 


x* * * 


Continues to Work After Accident—Plaintiff with accident and health 
policy was injured but continued to work for 15 days after the accident. 
Company claims that the disability did not occur soon enough after the 
accident to answer to the term “immediately” as used in the policy. Held 
that here the insured gave immediate notice of the injury, and grew grad- 
ually worse, being unable to perform all his duties, and the company made 
several payments. There is no reason why it should not go and perform. 
The contention that because insured accepted illness indemnity, he is 
barred from obtaining accident indemnity is without foundation. Insured 
accepted the benefits without making any such choice, and the fact that 
he filled out “illness” forms rather than “accident” forms is of no conse- 
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‘‘In This Way We Measure”’ 


A LIFE INSURANCE COMPANY may well measure its success by 
the good it performs rather than by great size. Through eighty-six 
years THe Muruat Lire Insurance Company or New York, the “first 
American Company,” has measured its success by the scope, manner and 
degree of its service. In such a way it is measuring now as its service 
broadens. : wy 

Issuance of contracts of all standard forms, substantial dividends, 
income settlement provisions, Disability and Double Indemnity Benefits, 
and prompt payments and practices for convenience of members are 
embraced in its present service. 

It welcomes as field representatives those who know that success is 
according to the natural law of compensation—that the best comes to 
those who give out the best of themselves. 


The Mutual Life Insurance Company 


of New York 
34 Nassau Street 
DAVID F. HOUSTON 
President 


New York, N. Y. 
GEORGE K. SARGENT 
2nd Vice-President 
and Manager of A 








quence. 
ciation of Ry. Employees. 


Company must abide by its contract—Carmichael vs. Benefit Asso- 
Supreme Ct. Wash. 








Companies That Write Negro Risks 





| | 





“Best’s Insurance News” gives com- 
panies that are writing insurance for 
colored people, dividing them into four 
classes. 

The following will furnish regular in- 
surance to Negroes where they are ac- 
ceptable: Liberty Life of Chicago; 
National Benefit Life of Washington, 
D. C.; North Carolina Mutual Life of 
Durham, N. C.; Northeastern Life of 
Newark, N. J.; Victory Life of Chicago. 

The following companies while not 
making any bids for the business are 
willing to take high grade risks, if at 
all, on the same basis as whites: Berk- 
shire Life, Boston Mutual, Continental 
American Life, Fidelity Mutual, Great 
West Life of Canada, Home Life of 
Philadelphia, John Hancock Mutual, 
Lincoln Reserve, Mutual Life of New 
York, Pilot Life and United Fidelity 


ire. 
The following write the business 


either on special tables or on an extra 
premium or rated up plan: Federal 
Union Life of Cincinnati, First Texas 
Prudential, Life & Casualty of Nash- 
ville, Metropolitan Life, Occidental 
Life of Raleigh, Pan-American Life, 
Peoples Life of Chicago, Prudential and 
Sun Life of Canada. 


Some Write Endowments 


The following companies will issue 
policies to colored people on the e- 
dowment plan, 20 years or shorter, 
which generally must terminate before 
age 60: Agricultural Life, Baltimore 
Life, Capitol Life, Detroit Life, Equit- 
able Life of Washington, D. C., Man- 
hattan Life, Maryland Life, Royal Union 
Life, Des Moines, and West Coast Life, 
San Francisco. 

The Washington Fidelity National of 
Chicago will write Negroes on the m- 
termediate plan. 

















We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 


Very desirable territory open in 
OHIO — INDIANA — TUCKY — TENNESSEE 


Address S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 














RALPH ANSPACH JOINING 
COLUMBIAN NATIONAL LIFE 





Ralph Anspach has been appointed 
general agent for the Columbian Na- 
tional Life at Newark, N. J. Mr. Ans- 
pach has been prominent in the New 
York field, having been a million dol- 
lar personal producer and active in the 
business since 1921. He is a keen stu- 
dent of the business and a lawyer as 
well as life underwriter. He is a Har- 
vard graduate and secured his law de- 
gree at Columbia, also passing the New 
York bar examination. 


Sojourn in Miami 
Vice-President C. F. Williams of the 
Western & Southern Life has returned 
to his office from a sojourn in Miami, 
Fla. His brother, President W. J. Wil- 


liams, will remain in the south for the 
rest of the winter. 








HERE IS 
A Non-Technical Book 
ON WILLS 


by Gilbert T. 
Stephenson 


It treats the sub- 
ject from a point 
of view of the life 
insurance man. 
Every  under- 
writer who meas 
to be a real ad- 
visor of his clients 
will want his copy 


of WILLS. 
Price $3.00 Postpaid 
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Canvass of Strangers ons Estate Service 
Leads Enables Chicago Man to Pay for 
$2,989,500 Last Year on 50 Cases 


Exponents of the cold canvass method 
of selling life insurance will be over- 
joyed at the news that a Chicago man, 
William F. Dineen of the Samuel 
Heifetz agency of the Mutual Life of 
New York paid for $2,989,500 in 1929 
through a sales plan based entirely on 
direct mail. Mr. Dineen took his place 
far up among the leaders in personal 
production in that city last year. He 
wrote an additional $1,800,000 which was 
not delivered. 

His record is the more remarkable be- 
cause lack of acquaintances forced him 
to ignore the “chain system” which is 
the backbone of most big producers’ suc- 
cess. Another unusual factor is that Mr. 
Dineen has had less than three years’ 
actual experience selling insurance and 
that he started at the age of 40 with 
little knowledge of life insurance. 


Sold Only $50,000 Business 
in Four Months’ Work 


He went with De Forrest Bowman, 
general agent of the Bankers Life in Chi- 
cago, in September, 1923, as a producer 
on the street in one of the most highly 
competitive cities in this country. After 
four months he had sold only $50,000. 

Mr. Dineen was an Ohio farm boy 
until he was 19. After various experi- 
ences he became secretary to the presi- 
dent of Miami Military Institute. 
Then he was a typewriter salesman, and 
later went with the National Cash 
Register Company, considered one of 
the outstanding sales organizations in 
this country. He helped organize the 
Kaskaskia Live Stock Insurance Com- 
vany of Shelbyville, Ill., and after that 

me an officer in an office machinery 
company of St. Louis in which he put 





Helping You Get and Hold 


The 


fitted to 


sonal field helps, proven sales plans, 
profitable selling helps, prompt home 
office service. 

It keeps in constant contact with 
policy holders and keeps them in- 
formed upon the value of the protec- 
tion you have furnished them. Co- 
operation, here, extends through home 
office and representatives to the policy 
holders. 


BE A “CO-OPERATOR” and 


“Company of Co-operation” 
goes into the field with its representa- 
tives. It provides 























all his money. <A business depression 
and frozen assets broke him. 


Takes Salaried Position 
As Agency Sales Manager 


After the unproductive four months in 
Chicago, Mr. Dineen was appointed 
as sales manager by Mr. Bowman, his 
duty being obtaining and training agents. 
He kept this place until January, 1926, 
and then went with Mr. Heifetz as edu- 
cational director of the new Mutual Life 
agency on a salary basis. He entered 
personal production in September, 1927, 
so that he has had less than two and 
one-half years’ actual solicitation on his 
own account. 

The most remarkable feature is that 
Mr. Dineen paid for $900,000 of life in- 
surance in the last four months of 1927 
as compared with the $50,000 he wrote 
in the four months of 1923. 

He says 1928 was devoted almost en- 
tirely to developing prospects and ana- 
lyzing their needs, as a result of which 
he paid for only $300,000 in that year, 
but he says this preparatory work was 
the basis of his large production in 1929. 
Translated on an annual basis, he has 
paid for an average of $1,930,000 since 
re-entering personal production with the 
Mutual. This large total of approxi- 
mately $4,225,000 in 24% years was made 
up of 125 cases, so that his average case 
has been $33,000, considered a large 
average among big producers. 

Mr. Dineen does not pass up any case 
however small, and there are $1,000, 
$2,000 and $5,000 cases in his total. 
However, last year he had three cases, 
on each of which he placed $750,000 out 
of $1,200,000 apiece which was issued. 

His success is a tribute to the newer 








More Business 


modern policies, 
conditions. It furnishes per- 


PROSPER 


and more scientific method of selling life 
insurance which recently has been em- 
phasized by S. T. Whatley, president of 
the National Association of Life Under- 
writers, and many other leaders as 
essential to success in the business here- 
after. Mr. Dineen says in 1928 he spent 
many days in his office analyzing single 
cases and preparing presentations. This 
was time well spent, he says, as it often 
disclosed the need for large amounts 
of insurance to cover inheritance taxes 
or other estate shrinkages. 

He has one of the largest life insur- 
ance libraries in Chicago, and in addi- 
tion it contains all manner of treatises 
on taxation, settlement of estates, legal 
matters pertaining to them, etc. Mr. 
Dineen’s analysis of an estate problem 
covers every angle, including not only 
life insurance, but also the distribution 
of general property by will, rearrange- 
ment of the manner in which title to 
property is carried, etc. His proposals tie 
general assets to life insurance proceeds 
so that both types of estates are held 
together, perpetuated and settled with a 
minimum of shrinkage. This makes it 
difficult for the prospect not to accept 
the complete plan. 


Knowledge of Psychology 
Shown in Canvassing Plan 


_ The method of solicitation, however, 
is Of primary interest. It is a novelty 


number of persons with letters intended 
purely to create interest over estate 
problems, and mentioning life insurance 
not at all, and also because Mr. Dineen 
canvasses only those persons who return 
an inquiry card or letter. In contrast 
to the accepted method of canvassing all 
persons circularized, on the supposition 
that nonreplies are quite as good pros- 


ignores nonreplies. He 
method thus: 

“T believe a life insurance man cannot 
give complete service to prospects or 


explains his 


in that it depends entirely on direct mail | 
leads obtained in circularizing a large | 


pects as replies, Mr. Dineen completely | 








FIGURES 


Savings deposited in United States 
banks in 1929 fell off 1 percent, from 
$28,412,961,000 in 1928 to $28,217,656,000 
in 1929, The per capita savings deposits 
decreased from $237 in 1928 to $235 in 
929. 

. >. 7 ” 

The average million dollar producer 
reaches that point at the age of 42 after 
13 years in the business—Thomas M. 
Scott, Penn Mutual Life. 

oe 2 <@ 

There were 21,306 business failures in 
1929, a decrease of 4 precent from the 
1928 figure. Liabilities on business fail- 
ures increased from $503,824,000 in 1928 
to $556,120,000 in 1929. 

a 

There are 323 persons carrying $1,000,- 
000 or more of life insurance at the 
present time. In 1923 there were 58. 

* * * 

Life insurance can serve a partnership 
by stabilizing credit, retiring the chief 
| partner's interest, protecting against in- 
| debtedness, establishing a sinking fund 
for property depreciation. 

* * * 

“Hard luck is a polite name for the 
| sleeping sickness.”"—-The Budget. 
| 








clients unless he knows every detail of 
| their estate problem,” he says. These 
| details are often quite difficult to obtain. 
; Unless the approach is diplomatic the 
man will reply that it is nobody's busi- 
ness but his own what real and per- 
| sonal property he owns. 

“When following up a lead, I tell the 
man that I have come in response to 
his inquiry to tell him what our estate 








Let’s 












started 
with the 
right kind of 
Record and elim- 
inate uncertainty 
and worry in your work. 





CUT HERE—MAIL NOW 


P. G. DALLWIG, INC., BANKERS BLDG., CHICAGO. 
Please send illustrated booklet describing the Dallwig Record. 


COREE R ERE E EERE E EERE EERE EEE EEE HEHE REESE EEE ES 


934x124 
MORE and MORE 
Agents Are Using the 


DALLWIG RECORD 


and Discarding Other Systems 
on Account of its Simplicity, 
Completeness, Serviceability and 
quality! 


Capacity of Binder 1,000 Record Sheets 
“It dignifies your business” 
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ACTUARIES 











CALIFORNIA 
Barrett N. Coates Cart E. Herrurtu 





Coates & HERFURTH 


CONSULTING ACTUARIES 
114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 





ILLINOIS 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephone State 7298 
CHICAGO, ILL. 











A. GLOVER & CO. 
e Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 





INDIANA 


AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 











ARRY C. MARVIN 
Consulting Actuary 
902-904 State Life Building 
INDIANAPOLIS, INDIANA 





MISSOURI 


LEXANDER C. GOOD 
Consulting Actuary 
807 Paul Brown Building 
St. Louis, Missouri 


and 
800 Securities Building 
Kansas City, Missouri 








NEW YORK 





M iles M. Dawson & Son 


CONSULTING 
ACTUARIES 


88 W. 44th St. New York City 








OODWARD, FONDIL- 
LER and RYAN 
Consulting Actuaries 
Insurance Accountants 
Richard Fondiller, Harwood E, Ryan, 
Jonathan G. Sharp 
75 Fulton Street 
New York 





OKLAHOMA 


J. aeCOMS 
e ELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender 
Values, etc., Calculated. Valuations 
a Examinations Made. Policies 
all Life Insurance Forms Pre- 
e¢ Law of Insurance a 


OKLAHOMA CITY 





and 


Coecialty, 
Colcord Bidg. 
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THE ECONOMICS OF LIFE IN- 
SURANCE—By Dr. S. S. Huebner. 


book deals with what + peg be more 
and advances that 


This 

truly Pelled the economic 
ves. Ay *, The National 

Underwriter, A1946 Insurance Exchange, Chicago. 
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analysis bureau can do for him. Often 
he says, ‘Well, I am not interested in 
buying life insurance for I have all I 
want and it is arranged all right.’ I rise 
and prepare to leave, telling him that he 
is fortunate to have his estate so well 
arranged because most men are not in 
that position, and then as I lay my hand 
on the door knob I tell him that one 
reason I came was to find out if he were 
aware of some of the fine provisions in 
the very insurance he carries, such as 
the ‘free administrative privileges.’ He 
doesn’t know that that means settlement 
options in his contract, and his curiosity 
is aroused. Usually he asks what that 
means. 


Outlines Hypothetical Estate 
Problem for Prospect 


“IT tell him I can’t answer that ques- 
tion without asking him a question. 
Then I tell a story about hypothetical 
estate analysis. I outline the case of a 
man who is married and has minor chil- 
dren. I tell him this man said he had 
so much real estate, so much stocks and 
bonds and mortgages, so much miscel- 
laneous assets, a certain amount of life 
insurance, and then I say this man set 
his personality value at a certain sum. I 
use the term ‘personality’ value rather 
than ‘income’ or ‘salary’ because by the 
hypothetical case I interest him in solving 
the hypothetical man’s problem and make 
it easier for him to tell me the details 
of his own estate. Then I immediately 
ask him how much real estate, etc., he 
has. 

“Although my questions deal with 
only five main property subdivisions, I 
amplify these so that I am often able 
to obtain a complete picture of a man’s 
financial condition and of the problems 
he knows he has yet to meet, but which 
except for this method of approach he 
probably would not tell me. 


Always Makes Inquiry 
As to Provisions of Will 


“T always ask him whether he has a 
will. During my study of life insur- 
ance I came to the realization that I 
must know a great deal about wills and 
proper estate distribution. It was ap- 
parent that the only interest of the 
average lawyer in preparing a will is 
to put into legal phraseology the things 
men want done. For instance, when 
a man goes to a lawyer to have 
him draft a will, the lawyer will prob- 
ably say ‘All right, what do you want 
to do?’ The average man knows only 
in general terms what to do. There 
may be many things that he should do, 
but they rarely enter his head, and un- 
less somebody points them out they will 
not be contained in the will. 


In Demand as a Lecturer 
on Estate Planning Subject 


“T have found that it pays me to sell 
my personality and technical ability, but 
this is most effective when it is done 
indirectly. For a time I had a boy who 
did nothing but follow up inquiries. I 
am on the lecture staff of the Chicago 
Association of Commerce and I have 
talked a great deal outside the life in- 
surance business on estate matters. 

“This fact was largely responsible for 
my selling $2,250,000 in three cases last 
year. I received a postcard reply to one 
of my circular letters from an executive 
of a large business. I found him very 
approachable, and he said right away 
that he had heard of me. He insisted 
on my waiting with my proposition until 
one of the other officers came in to listen 
to an ‘expert.’ 

“*No, no,’ I said. ‘You've got me 
wrong. I never had much use for ex- 
perts. If I know my business it is be- 
cause I have done without movies and 
theaters, bridge, baseball and football, 
horse races, the clubs and the many 
other things to which men are entitled, 
and instead have burned a lot of mid- 
night oil finding out what this matter 
of estate planning is all about. Any 
man could do the same if he would.’ 
That made a hit with him. He made it 
easy for me to analyze the needs of him- 
self and two other officers. For certain 








Big Ministry Shown 
in Life Insurance Work 


Life insurance men have a tre- 
mendous ministry. Not long ago 
I was in the home of a mother 
who had been cast off by her un- 
grateful children. As I sat in her 
little home located on what is des- 
tined to be one of the greatest 
boulevards in the city, she re- 
marked, “Isn’t it fine to be inde- 
ogee of your children?” Then 

lis pieestied © to tell me how an 
endowment life insurance gem! 
which had reached maturity, had 
made possible the purchase of this 
little place at a cost of $4,000. This 
property today is worth $25,000. 
Some obscure life insurance man 
was the guardian angel of her life 
and made possible that independ- 
ence.—Dr. G. A. Briegleb, St. 
Paul’s Presbyterian Church, Los 
Angeles. 











reasons their estates had increased con- 
siderably in the recent past and my 
analysis showed they needed $1,200,000 
life insurance apiece. Each finally took 
$750,000 personal and business insurance, 
acting on advice as to general estate 
distribution under new wills. All of 
this insurance was trusteed.” 

Mr. Dineen wrote his large volume in 
a way that would not be successful for 
most big producers who depend on their 
golf and club connections and the friend- 
ships of a lifetime for leads, upon “bird- 
dogs” in banks and other financial insti- 
tutions, and who rarely approach a big 
case without complete advance knowl- 
edge of the prospect’s affairs, and in 
most cases a direct personal contact 
with him. 

Although Mr. Dineen belongs to four 
clubs and associations, he has depended 
almost wholly upon inquiries received 
from about 25,000 direct mail letters to 
carefully selected lists of strangers. 
However, he appreciates the value of 
social contacts. He believes his direct 
mail methods will in time supply this 
need. 

Mr. Dineen is one of the most ardent 
followers of the life trust movement in 
Chicago, and is taking an active part in 
the movement launched by the Life 
Trust Club there to certify by strict ex- 
2minations those life men who are com- 
petent to administer so highly technical 
a method. 


May Rehear Woodmen Case 


A rehearing of the case of Edward W. 
Jenkins against head camp officers of 
the Modern Woodmen in the rate in- 
crease proposal will be asked when the 
Illinois supreme court reconvenes in 
April, a notice to that effect having been 
filed with the court clerk. The tribunal 
late in February reversed its former rul- 
ing against the rate increase and sus- 
tained the action of a lower court which 
upheld the new rates. 


Surprise Manager Spickard 


Salesmen of the Mason City, Ia, 
agency of the Bankers Life of Des 
Moines surprised Agency Manager L. 
W. Spickard, when they withheld their 
business for a week, causing him un- 
easiness, and then cajoled him to attend 
a luncheon where he found the entire 
organization. A large birthday cake fea- 
tured the affair, and the salesmen pre- 
sented $117,500 new business to Mr. 
Spickard in honor of his birthday. 





Experienced Bookkeeper Wanted 


With knowledge of insurance business for 
Cincinnati Office National Underwriter Com- 
pany. Must be good office correspondent. 
Address National Underwriter Company, 
Cincinnati, Ohio. 


$1,000 to $1,600 


Ordinary Life Insurance at 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 
ALL PREMIUMS © 
RETURNED 
in addition to face of poli 
in event death before age & 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 2 


Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


Write for Sample and Particulars 
This is one af —— | unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 





WANTED 


A favorably known old 
line Life Insurance 
Company, in business 
more than one-half a 
Century, has several 
openings for General 
Agents in Illinois and 
Ohio. Liberal contracts 
will be made with well 
qualified men. 


Address, giving full par- 
ticulars and references, 
to O-1, the National 
Underwriter. 








STATE SUPERVISOR 
For Michigan 
with headquarters in 

Detroit 


A man capable of building 4 
productive organization as we 
as producing personally. Prefer 
a man between 30 and 40 with 
at least 4 or 5 years’ successful 
experience in selling Life Insur- 
ance, and one who has secured 
and developed agents. Office 
and traveling expenses, in addi- 
tion to salary and commissions. 
We are a well established legal 
reserve Life Insurance Com- 
pany, Home Office located in the 
Mid-West. In writing, give age, 
experience and references. Ad- 
dress ©O-94, The National Un- 
derwriter. 

















WANTED 

Manager for Life Department | 
An opportunity exists for an experic! need 
producer as Manager of a life insurance 
partment which is being organized in 
established local agency in Chicago 
writes all lines. Address 0-93, The Natio 
Underwriter. 











